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1—Organization of an integrated and articulate construction industry 


which will provide more and better building products to consumers at 
lower real costs with fair wages and profits to all who serve in the in- 
dustry. 2—Coordination of all production, marketing, research and 
professional activities concerned with the development, sale, and delivery 
to the consumer of building products—including the functions of the 
manufacturer, wholesaler, retailer, architect, realtor, contractor, me- 
chanic, financier, association official and public servant. 3—Identifica- 
tion of the building products merchant as a central headquarters for the 
industry’s consumer selling activities in the local community. 4—Per- 
petuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 5—Informative, educational and 
merchandising-minded journalism and service toward these ends. The 
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WHY THE KAMAR COMPANY FEATURES 
REYNOLDS /ifefime ALUMINUM : 


—_———-sesgy 


BUILDING PRODUCTS 


“The test of any product is customer satisfaction,” 

says C. W. Kaylor, president of the Kamar Company, 

Pittsfield, Illinois. ‘Our customers like Reynolds 

Lifetime Aluminum Building Products and they 

tell us and their friends just that. A 

“So far as I know,” this business man continues, 

>, ‘we do not have a single customer who is not enthu- 
siastic about his Reynolds Aluminum purchase.” 

That simple philosophy, and the stocking of the 













quality products that bear it out, has made Kamar 
an important supplier in a rich farming area of 





Illinois. The same principles will mean profits to 
any dealer in building supplies... in any kind of 
territory, whether urban or rural. 


Front view and offices of The Kamar 
Company, Pittsfield, Illinois. 








REYNOLDI 





REYNOLDS | 


“The Kate Smith Evening Hour" on Television, Wednesdays 
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WASHINGTON REPORT 





fulling the petals off the housing daisy continues 
to be a favorite sport. “Uncle loves our indus- 
try ... Uncle loves it not.” 


Says one analyst: We can build maybe 770,000 
houses this year. Says another: New alloca- 
tions of metal probably mean close to a million 
housing starts in 52. A headline on a recent 
Tuesday: “Stringent new curbs on Housing 
Proposed.” Same paper, 24 hours later: “NPA 
to Ease Building Ban to Aid Unemployed.” 


Well, don’t get whiffled by this tap dance up and 
down the escalator. Sure, it’s not a good show; 
but the government publicity men and the pri- 
vate industry economists, who try to tell the 
customers what the Great White Father is up 
to, are doing the best they can with the stuff 
that gets sent downstairs in the government’s 
offices. 


And don’t get too sore at top control officials, 
either. They have a job like fighting a feather 
bed; an affair that can’t be won by a knockout. 
Too many uncertain factors in this maybe-cold, 
maybe-hot war. But to make out at all, in such 
a big and cumbersome project, officials need 
the co-operation of the customers. The tap 
dance routine isn’t good at inspiring such co- 
operation. 


Anyway, here are some proposed regulations. At 
this writing the Construction Industry Advis- 
ory Committee of the NPA hasn’t said what it 
thinks of the things; and already there are 
rumors blowing along the Avenue that more 
top-level policy changes may skew the p’scrip- 
tions around. But such as we have, in the way 
of guesses, give we thee. 


These regulations are supposed to be efforts to 
hold down the number of housing starts; also 
to discourage the building of larger houses. All 
to be done by indirect means. 


First, there’s a proposed rule to limit the number 
of bathrooms per housing unit to one and a 
half; that is, one normally equipped bathroom, 
and one suffragan or coajutor affair fixed up 
with a lavatory and toilet but no tub or shower. 
Second, the amount of copper that can be self- 
certified by the builder is to be reduced by about 
20 percent. 


Third, the building of summer cottages and such 
“seasonal” affairs would be out. Fourth, the 
amount of controlled materials that owners can 
self-certify for residential alterations or addi- 
tions would be reduced. Earlier regulations 
permitted half the amount allowed for a new 
home. The proposed rule would reduce it to 
one-fourth. 
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There are new formulas for self-certification of 
critical materials; on a square-footage basis, 
but with over-all limitations. For example, if 
a steel plumbing system is installed, builders 
may use 1.4 pounds of carbon steel per square 
foot, but not more than 1,700 pounds. That’s 
a hundred-pound reduction. And so on. 


The NPA, as we get it, wanted a 1,500 square foot 
limit on the size of new houses; but the story 
is that Administrator Foley, of the HHFA, 
persuaded the NPA that such a rigid restriction 
would be neither smart nor wise. However, 
the reduction in controlled materials, notably 
copper, may set an informal limit of less than 
1,500 feet. 


No official limit has been set on the number of 
new housing units that may be started. The 
figure could run higher than the number usually 
mentioned by controls officials, if the efforts 
at substitution of other materials for scarce 
metals are really as successful as reports in- 
dicate. 


The scarce metals shortage, according to the Wall 
Street Journal, has been getting met with ex- 
traordinary success by designers and manufac- 
turers of building supplies. For example, a 
metal faucet coated inside and out with glass: 
seems the answer to the tough brass problem 
in the plumbing field. Or at least one answer. 


Because this is a difficult time of transition all 
along the line, better be keeping an eye on 
wider and farther-reaching factors than these 
jittery regulations and rumors of regulations. 
As for example... 


Those of you who heard Roy Wenzlick, the famous 
real estate analyst, speak recently at the North- 
eastern convention, remember his word that 
“the business boom is getting tired.” Inven- 
tories of consumer goods are the largest in 
twenty years; and practically all war-time 
shortages have disappeared. Buyers feel safe 
in — purchases; especially of durable 
goods. 


The N.A.H.B., meeting in Chicago last month, 
didn’t seem to worry about shortages of build- 
ing materials. But the builders did worry over 
whether they could sell 800,000 new houses in 
52; that being the number the government 
men talked about. Some said mortgage money 
was scarce; and others said customers might 
be scarcer than money. 


What this seems to mean, immediately and prac- 
tically, in the light construction industry, is 
the rising importance of salesmanship. A good 
many people, Art Hood and others, have been 
saying urgently and earnestly that the industry 
MUST learn, once more, how to sell. 














Get the solid facts! 
See how you save with 


CHEVROLET 


Advance-Design 


TRUCKS 
first in demon 


mes if Sales 














TWO GREAT VALVE-IN-HEAD ENGINES—the 
105-h.p. Loadmaster or the 92-h.p. Thrift- 
master—to give you greater power per gallon, 
lower cost per load e POWER-JET CARBU- 
RETOR—for smooth, quick acceleration 
response e DIAPHRAGM SPRING CLUTCH— 
for easy-action engagement e SYNCHRO- 
MESH TRANSMISSION —for fast, smooth 
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ADVANCE-DESIGN 














shifting e HYPOID REAR AXLE—for 
dependability and long life e TORQUE- 
ACTION BRAKES—on light-duty models e 
PROVED DEPENDABLE DOUBLE-ARTICU- 
LATED BRAKES—on medium-duty models e 
TWIN-ACTION REAR BRAKES—on heavy- 
duty models’ e DUAL-SHOE PARKING 
BRAKE—for greater holding ability on heavy- 


CHEVROLET DIVISION OF GENERAL MOTORS, DETROIT 2, MICHIGAN 


TRUCK FEATURES 


PAY LESS AT THE START 


Chevrolet trucks list for less than any other 
trucks built to handle the same payloads. Here 
is a real, money-in-the-bank savings on pur- 
chase price. And you'll find the Chevrole: 
brings you ruggedness, stamina and grea 
truck features not found in many other trucks 


GET LOWER ON-THE-JOB COSTS 


Chevrolet trucks give you Valve-in-Head econ- 
omy that saves gas, four-way engine lubrica 
tion that reduces wear and saves oil, and tough, 
rugged construction for longer truck life. Like 
truck users everywhere, you'll find Chevrolet 
trucks cost less to own and maintain. 


TRUCKS BUILT FOR YOUR PAYLOADS 


Chevrolet trucks are factory-matched to meet 
your requirements. You get the right truck for 
the job ... never “too much” or “too little” 
truck. Frame, axles, springs, body, brakes, 
and power form a balanced team. 


BIGGER TRADE-IN VALUE 


Records show that Chevrolet trucks traditionally 
bring more money at re-sale or trade-in than 
many other makes. Chevrolet's market value 
stays up because the value stays in. More 
reason to see your Chevrolet dealer for your 
best truck buy! 





duty models e CAB SEAT—with double-deck 
springs for complete riding comfort e VENTI- 
PANES—for improved cab ventilation e WIDE- 
BASE WHEELS—for increased tire mileage e 
BALL-TYPE STEERING —for easier handling 
e UNIT-DESIGNED BODIES—for greater load 
protection e ADVANCE-DESIGN STYLING—for 
increased comfort and modern appearance. 
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NEWS BRIEFS 


Salutes Northeastern. The New Yorker’s famous first section, 
“The Talk of the Town,” is carrying a long, brisk and breezy ac- 
count of the 58th annual convention of the Northeastern Retail 
lL.umbermen’s convention at the Statler in New York City. It’s a 
fascinating tale that reveals the endless variety of materials 
eeded by our industry. . 

* 

Housing Limits. The 1,500 square foot limitation on new 
housing that the NPA has under consideration would not work 
any great hardship on the nation’s home builders. Contractors 
specializing in luxury housing would be hit hardest. However, 
the average size of all houses built last year was 988 square feet, 
with about 80% of home construction falling in the category of 
1,000 square feet or less. It is estimated that only 4% of the 
housing units erected measured over 1,500 square feet, limiting 
the so-called luxury class to a narrow field. 


* a * 


15% Increase. Acoustical material supplies are looking for 
an increase of 15% in sales, barring serious government controls 
and adverse world: conditions, according to Charles J. Nocar, 
president of the Acoustical Materials Assn. The acoustical mate- 
rials industry has grown 500% in the past 10 years, as more offices, 
schools and factories have found that their building is not modern 
unless it has sound conditioned ceilings, he said. 


* * * 


Inventories encouraging. A. Naughton Lane, President of the 
Producers’ Council, reports that a recent survey of inventories of 
manufacturers suggested good supply of all building materials 
products excepting brass plumbing fittings, weatherstrips and 
finish hardware. Representatives of the utility companies, in- 
cluding gas, electricity and water, estimated that sufficient critical 
materials are available and would be available to their industries 
for the extension of utility lines to serve the target level of new 
homes in 1952. All of the utility representatives urged building 
material dealers and builders to discuss their plans with their 
utility companies well in advance of actual need. 


* * * 


Condensation Control. February 26 and 27 have been set- 
aside for an important conference on condensation control in 
buildings as related to paints, papers and insulating materials to 
be held at the Natioal Academy of Sciences in Washington. The 
sponsor will be the Building Research Advisory Board. Because 
condensation is still a problem in home building American Lum- 


sberman will provide full coverage of this meeting in a future issue 


of the magazine. 
* ok * 


New Resin Adhesive. Development of a versatile new resin 
adhesive, engineered to fill the requirements of a host of gluing 
jobs has been announced by the Monsanto Chemical Co. The new, 
all-purpose product, designated Lauxite UF-71, is a powder that 
can be varied to meet many gluing specifications. Termed useful 
in plywood work and assembly because it may be used for edge 
giuing and high frequency curing applications the product is also 
ideal for binder in granulated wood products. 


* * * 


New Lighting order. The NPA has issued a conservation 
order designed to save 16 million pounds of copper annually in the 
manufacturing of lighting equipment. Manufacturers of floor 
lamps, ceiling fixtures, porch lights and other types of home light- 
ing equipment will be allowed to use copper only in current- 
—— parts and wiring, tubing, plating, rivets and other small 
parts. 
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N.H.L.A. Appoints 
Field Representatives 


J. L. Muller, Secretary-Man- 
ager of the National Hard- 
wood Lumber Association with 
headquarters in Chicago, an- 
nounces that five men have been 
chosen from the _ Inspection 
Staff of the association to con- 
duct the expanded educational 
program recently authorized 
by the Board of Managers of 
N.H.L.A. 

The field representatives ap- 
pointed and their respective 
territories are: Floyd Potter, 
North Eastern states; Gordon 
Bullard, Province of Quebec; 
Erwin S. Gutsell, North Cen- 
tral states; M. D. Buckels, 
South Central states and W. C. 
Barrier, South Eastern states. 

In addition to conducting 
short courses, the field repre- 
sentatives will work with 
N.H.L.A. members on their in- 
dividual problems relating to 
hardwood lumber grading, 
piling and sawmilling. They 
will also assist in promoting 


candidates for the John W. Mc-’ 


Clure School of Hardwood 
Grading and Inspecting which 
the association maintains in 
Memphis, Tenn. This school 
provides a five month intensive 
training course for men spon- 
sored by N.H.L.A. members. 
Other students are accommo- 
dated when possible. 


Lumber Distributors 
Elect Directors for '52 


Ten new directors for the 
year were elected January 28th 
by the Intercoastal Lumber 
Distributors Association at 
their nineteenth annual meet- 
ing in New York City. 

Directors for New England 
will be R. E. Staples and Chas. 
E. Levesque. The Delaware 
River- Chesapeake Bay group 
will be C. Allen Thomas, Jr. 
and T. Noel Butler. New York 
will be represented by J. A. 
Ballin, A. E. Richards, L. B. 
Anderson, A. P. Leatherbury, 
F. S. McNally and A. Yereance. 

The Hon. Harry L. Towe, 
Deputy Attorney General, State 
of New Jersey, was the fea- 
tured speaker. © 














Brand Name 
Finalists Announced 


Eleven building materials 
dealers have been named final- 
ists and will compete for the 
4th annual “Brand Name Re- 
tailer of the Year” awards in 
the building material field, it 
was announced by Henry E. 
Abt, president of Brand Names 
Foundation, Incorporated. 


The foundation will present 
a plaque to the “Building Ma- 


tailer of the Year” and “Cer- 
tificates of Distinction” to four 
other outstanding retailers in 
that field. There will be simi- 
lar awards in 19 other retail 
categories. The awards will be 
made at a dinner on Brand 
Names Day—1952, April 16, in 
the Grand Ballroom of the 
Waldorf-Astoria Hotel in New 
York City before an audience 
of more than 1,500 of the na- 
tion’s leading business and re- 
tailing executives. 

The 11 finalists in the build- 






terials Dealer Brand Name Re- 


ing materials field represent 10 

































Products which 
may be used in 
complete room of 
PHILIPPINE 
MAHOGANY 


Plywood 

Mouldings 

Lumber 

Doors 

Tropicwall 
Paneling 

Apitong Flooring 








You'll be amazed at how fast your profits soar 


if you AIM TO SELL A ROOM... 


separate pieces. 


. instead of 


Plywood, Mouldings, Lumber, Doors, Tropic- 
wall Paneling, and Apitong Flooring— all of 
Philippine Mahogany make one complete 
luxurious room interior. And there is a choice 
of several species: White Lauan, Red Tanguile, 
Almon. 


Philippine Mahogany is a low cost economical . 


Hardwood Plywood that has the luxury look. 
Upkeep is also economical because once a 
room is paneled in Philippine Mahogany, it 
needs no re-painting, no re-papering, no ex- 


_ pensive remodeling. It will last a lifetime. 







Sell Rooms of Philippine Mahog- 
any and watch your profits grow. 
Mail coupon today. 


AETNA PLYWOOD & VENEER co. 


1732 N. Elston Avenue, Chicago 22, Illinois 


Please send special literature on complete ROOMS of PHILIPPINE 
MAHOGANY. 


FIRM NAME 


STREET 
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-_ in 9 states. 
a 

chants from 48 states, the Dis- 
trict of Columbia, Canada and 
Hawaii are represented in this 
year’s competition. Finalists in 
the building materials field are 
Bader Lumber Co., Gary, Ind. 
The A. W. Burritt Company 
Bridgeport, Conn.; 
ville Lumber Co., 
lottesville, Va.; City Lumbe: 
Company, Bridgeport, Conn.; 
Hammerschmidt Lumber and 
Fuel Co., Lombard, IIl.; Glen 
Newton Lumber Co., Inc., Ne- 
vada, Iowa; The Nuttle Lumber 
& Coal Co., Denton, Md.; The 
O’Malley Lumber Company, 
Phoenix, Ariz.; Richards & 
Krueger Company, New Braun- 
fels, Tex.; John Schroeder 
Lumber & Supply Co., Milwau- 
kee, Wis.; and South Bend 
— Company, South Bend, 
Ind. 


Inc., Char 


Electrical Industry 
Switching to Aluminum 


“By the end of this year 
we'll be using 20% less copper 
than we would have required 
had we not undertaken our 
copper conservation program. 
The biggest thing in this pro- 
gram is a switch to aluminum.” 

Speaking is Harry A. Winne. 
He’s engineering vice president 
of General Electric Co. His 
firm is the second largest cop- 
per consumer on earth. Only 
the wire-and-cable spinning 


Bell Telephone System uses 
more. 
The G.E. engineer’s words 


spotlight a minor revolution 
now quietly taking place in the 
world of metal. Aluminum, a 
relative youngster in the metal- 
lic family, has thrown down 4 
challenge to King Copper’s 
near-monopoly in the electrica! 
industry. And it’s more than 
a temporary substitute trenc. 
Says Mr. Winne: 

“We can see no reason no. 
for going back to copper 01 
many of the items now bein: 
switched to the light metal.” 

Last year saw the world pro- 
duce 225 million tons of stee! 
—50% more than in prewa* 
1939. But the 1951 world ou'- 
put of 2.2 million tons of cop- 
per was only 10% above the 
1939 level. (Copper men are 
aiming at another 20% expan- 
sion over the next three to four 
years.) 


A survey of 
entries shows that mer- 
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Metal 
fundamental trend —an elec- 
trical civilization outrunning 
the copper supply —that ex- 
plains today’s copper shortage 
and the coming climb of alumi- 


men say it is this 


num. The much _ ballyhooed 
“defense” demands are only 
part of the story, they argue. 

Practically all major con- 
sumers who require copper as 
an electrical conductor, includ- 
ing both electric appliance-ma- 
chinery makers and the big 
wire and cable producers, are 
turning to aluminum to ease 
the red metal pinch. 

Telephone conversations, for 
instance, soon will start wing- 
ing their way along aluminum 
“highways” instead of over the 
traditional copper wires. The 
Bell System, probably before 
the end of March, will run field 
tests in various sections of the 
country on aluminum telephone 
cable to link subscribers with 
its central stations. 

G.E. Decided. Another ex- 
ample: A new General Electric 
washing machine powered by a 
motor wound with aluminum 
wire instead of copper will 
make its debut soon. Giant tur- 
bine generators now in produc- 
tion at G.E. plants for the first 
time are using aluminum wire. 

“There are thousands of 
cases where we are substituting 
aluminum and other metals for 
copper,” proudly asserts Gen- 
eral Electric’s Mr. Winne, who 
adds: “We’re pounding our en- 
gineers to switch over to the 
light metal wherever the 
change can be made without 
impairing quality or perform- 
ance.” 

Other manufacturers gener- 
ally agree with the G.E. execu- 
tive that in many cases the 
switch to aluminum will be per- 
manent. They’re convinced the 
copper pinch will last for a 
long time. At the moment, 
aluminum is short, too, but the 
supply picture in aluminum 
promises to improve vastly. 


Defense Areas Held 
Mortgage Credit Problem 


Federal housing officials and 
mortgage lenders told a Con- 
gressional committee that 
there’s no over-all shortage of 
mortgage money—just a prob- 
lem of making it available to 
veterans and home-buyers in 
defense areas. 
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The government representa- 
tives pinpointed the problem 
but offered no remedies. The 
mortgage lenders indicated that 
the shortage would disappear 
if government-protected mort- 
gages were sweetened with 
higher interest rates and other 
inducements. They presented 
their views at the first session 
of a three-day roundtable con- 
vened by the Senate Banking 
Committee. 

“From all sides we are hear- 
ing about the lack of mortgage 
money—from the builders and 
mortgage institutions in the 
critical areas, from the _ vet- 
erans all over the country, and 
from almost everybody who 
wants to buy, sell or finance a 
house,” Banking Committee 
Chairman Burnet R. Maybank 
of South Carolina said in open- 
ing the hearing. 

Alan Brockbank, president of 
the National Association of 
Homebuilders, told the round- 
table that the building indus- 
try’s “problem” is a_ tight 
money market. “Give us the 
money some way or other and 
we'll build the houses,” he de- 
clared. 

Brockbank blamed much of 
the financing trouble on the 
fact that many defense instal- 
lations are going into “remote” 
areas. The military, he ex- 
plained, is unable to certify 
that the new installations are 
permanent and without the cer- 
tification, FHA can’t give a full 
commitment to insure mort- 
gages on houses in the area. 


AFPI Names 
Lake States Manager 


John R. Calkins has been 
named Lake States manager of 
American Forest Products In- 
dustries, with headquarters in 
the Socony-Vacuum Building, 
59 East Van Buren St., Chicago 
5, Illinois. 

Prior to Mr. Calkins’ ap- 
pointment the AFPI Lake 
States district was headed for 
20 months by John M. “Jack” 
Rottier, with offices in Milwau- 
kee, Wisconsin. 

AFPI, an industry sponsored 
educational organization with 
headquarters in Washington, 
D. C., maintains offices in New 
York, Boston, Atlanta, New 
Orleans, Huntington, W. Va., 
Portland, Ore., and Chicago. 

American Forest Products 





Industries is national sponsor 
of the Keep Green forest fire 
prevention program in 31 states, 
and the American Tree Farm 
System in 33. One or more of 
these forestry programs are 
underway in North Dakota, 
South Dakota, Indiana, Minne- 


sota, Wisconsin, Michigan, and | | 


Missouri. 


In the Market Centers 


SEATTLE—After hesitating 
between strength and weakness 
for several days the fir market 
seems headed for a stronger 
position. The firmness comes 
from the mills and is most ap- 
parent in green boards and di- 
mension in all grades. No. 3 
common is definitely higher. 
Buyers resist stronger prices 
but low production makes them 
pay more. 

Hemlock production is low 
but steady and steady describes 
the demand and price. The 
surge upward in fir has not yet 


reached hemlock. There is little | 


change in the shingle market. 


Some mills raised prices but | 


when no demand developed they 
dropped them again. 

Balmy weather has favored 
production of lumber and shin- 
gles the past fortnight in the 
Puget Sound area. Prices and 
demand of red cedar siding are 
unchanged. 

The market for pines is firm- 
ing but may-be short lived de- 
pending on production. Lots of 
snow in the pipe producing 
areas restricts logging. 

No. 2 and Btr spruce is now 
selling at No. 1 price. 2 and 
brt has 10 to 15 per cent of the 
higher grade in it. There is a 
flurry of buying in the spruce 
market because it can be bought 
cheaper than fir. 


TACOMA — Principal atten- 
tion of the lumber industry 
currently is focussed on Doug- 
las fir plywood where another 
price increase was manifest this 
Friday. Two Tacoma firms re- 
ported an increase of approxi- 
mately 5 percent on 14-inch 
panels. The announcement fol- 
lowed closely upon receipt of 
press dispatches from Pori- 
land, Ore., announcing that the 
M & M Wood Working Co. of 
that city, one of the largest 
producers in the area, had dis- 
closed it was upping the 14-inch 
panel price to $88 per one thou- 
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— precision-made 
with great stability ... 3 ply 
faces, of course, and kiln dried 





soft wood frame... Insulite core. 


—low initial cost 
and complete guarantee make 
satisfied customers with repeat 
business that adds up to a better 


deal for you. 


Wed. Prochusts Go. 


45240 Grand River Avenue 


BuitpiInc Propucts MERCHANDISER 


_ P.O. Box 166. 


You can always count on Young Flush Doors 
to keep your contractors happy—our 

other dealers confirm that their customers 
are highly satisfied. This not only means 
increased business as the contractors 

keep coming back for more, but also means 
the building of a solid reputation for 
handling good lines. 


So you'll get a bigger turnover and have 
fewer troubles when you handle Young— 
the most beautiful flush doors available. 
Of course you can get them only 
through recognized distributors. Write 
or wire us collect for the name of the 
distributor in your area. 


—if found defec- 
tive in any way will be replaced 
without question. 


-—domestically man- 
ufactured plywoods used exclu- 
sively; birch, gum and mahogany 
in stock—other hardwoods on re- 
quest. Our principal suppliers are 
recognized as foremost in ply- 
wood manufacturing. 





“Re ag 
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sand feet. The two local firms 
making the increase announce- 
ment were St. Paul & Tacoma 
Lumber Co. and Puget Sound 
Plywood, Inc., the changed 
market situation is in contrast 
to conditions prevailing last 
fall, when prices dropped to 
$75. Prices however, still are 
considerably under last sum- 
mer’s $97 high. Announcement 
has been made by federal for- 
estry officials of the first of five 
sales of Olympic National For- 
est timber damaged by fire last 
summer. Approximately 234,- 





000,000 board feet of timber 
will be auctioned Feb. 25 and 
26 at Port Angeles. Conditions 
of the sale stipulate that the 
timber must be logged by Dec. 
31, 1953. Approximately 425,- 
000,000 board feet of the fire 
damaged timber will be auc- 
tioned in all, with dates of the 
additional sales to be announced 
later. Local construction firms 
are anticipating considerable 
increased activity from expan- 
sion and improvement  pro- 
grams announced for Fort 
Lewis, McChord Air Force Base 












for top quality 
HARDWOOD and 












THREE 
MODE PINE Lumb 
RN umber 
ties Our motto is—'We sell to Serve Again”, and 
Calion, Ark. we mean it. We appreciate your first order, 


but it’s your repeat business we're really after, 
and that takes quality! Consis- 
tent quality! Give us a chance 
to prove it! 


Springhill, La. 


























and the Tacoma naval station. 
This work is scheduled to get 
under way in the immediate 
future. 


Lumber—National 


Lumber shipments of 500 
mills reporting to the Nationa! 
Lumber Trade Barometer wer« 
5.6 percent above production 
for the week ending February 
2, 1952. In the same week new 
orders of these mills were 11.7 
percent above production. Un- 
filled orders of the reporting 
mills amounted to 45 percent of 
stocks. For the reporting soft- 
wood mills, unfilled orders were 
equivalent to 26 days’ produc- 
tion at the current rate, and 
gross stocks were equivalent to 
54 days’ production. 

For the year-to-date, ship- 
ments of reporting identical 
mills were 4.5 percent above 
production; orders were 18.8 
percent above production. 

Compared to the average cor- 
responding week of 1935-1939, 
production of reporting mills 
was 107.9 percent above; ship- 
ments were 78.0 percent above; 
orders were 83.5 percent above. 
Compared to the corresponding 
week in 1951, production of re- 
porting mills was 7.5 percent 
above; shipments were 3.3 per- 
cent below; and new orders 
were 11.8 percent above. 


Southern Pine 


The production of Southern 
Pine by the 89 mills reporting 
to the Southern Pine Associa- 
tion for the week ending Feb- 
ruary 2, 1952, amounted to 17,- 
822,000 feet or 3.56 percent be- 
low the three-year average. Or- 
ders for the week ran to 17,- 
624,000 feet, 10.25 percent be 
low the three-year average anc 
1.11 percent below production 
Shipments for the week wer 
16,584,000 feet, 6.95 percent be- 
low production. Unfilled or 
ders totalled 46,773,000 feet. 


Western Pine 


Production of Western Pin 
and Associated Woods by th 
107 mills reporting to the West 
ern Pine Association for th 
week ending February 2, 1952 
totalled 49,012,000 feet. Thi: 
compares to 53,536,000 feet fo: 
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DO YOU SELL THEM? 


As independent surveys show, tarpaulins are 
mighty important equipment on the farm. 
7 out of 10 farmers use tarpaulins and the 
average farmer has three in use! If you are 
not handling tarpaulins, get the facts now 
about Eagle Farm Tarps and Truck Tarps. 
Let us show you how you can make these 
extra sales and profits. Eagle Tarps are easy 
to stock, easy to sell. Eagle is the brand 


KA survey taken by three different farm 
magazines showed an average of 74% 
(7 out of 10) of the farmers used tar- 
paulins on their farms. A copy of these 
4 surveys will be sent on request. 


AGAINST ROPE BOUND 


wd IN HEM ALL AROUND. 
* Takes Strain Off Canvas. 
* Grommets Won't Pull Out. 


Potent No. 2562005 









farmers know because of national adver- 
tising and the brand they want because 
Eagle Tarps offer every outstanding strength 
feature for rugged service and long life. 


BIG SECONDARY MARKET 


Contractors and builders need tarps too. 
You are their logical supply source, so if 
they know you carry tarpaulins you can 
count on this extra business as well. 


\. 
, 


fx, COUPON 


STORY ON EAGLE... 


¢ Packaged for 
modern merchandising 


¢ Full margin of profit 
¢ Backed by written guarantee 
¢ Consistently advertised 


¢ Sold only through independent 
dealers Pa 


H. WENZEL TENT & DU 
1035 PAUL STREET ee 
ST. LOUIS 4, MISSOURI 


Gentlemen: 


me complete information without obligation. 


3 OC“? 
FOR THE COMPLETE ¥ 


| am interested in handling Eagle Farm Tarps and Truck Tarps. Please send 






































the same period a year ago. 
Shipments for the week ran to 


58,903,000 feet, 20.2 percent 
above production. For the same 
week last year shipments were 
70,993,000 feet. Orders for the 


week were 65,306,000 feet as 
compared to 60,430,000 feet a 
year ago. Unfilled orders at the 
week’s end totalled 24,323,100 
feet while gross stocks amount- 
ed to 814,243,000 feet. 


The Lumber Market at Presstime 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 
mately ten days before receipt of the magazine—the Editors. 


DOUGLAS FIR 


Vertical Grain Flooring 


B&Btr. c D 
SEE -teedwveondeas 165.00 160.00 105.00 
Flat Grain Flooring 
BE dw aieinatel chalet 130.00 125.00 93.00 
ED. <a esceai o aertaen 145.00 140.00 105.00 
Drop Siding 
1x6 (Pat. #106).145.00 140.00 105.00 
1x6 (Pat. #116).145.00 140.00 105.00 
Ceiling 
wisleiad o<eeetels 125.00 123.00 80.00 
De sebewereees 115-125 120.00 80.00 
Boards and Shiplap and 2” (Green) 
1x6 1x8 1x10 1x12 
No. 1 70.00 73.00 71.00 78.00 
No. 2 65.00 64.00 63.00 71.00 
es. Ba eh ee 55.00 58.00 55.00 63.00 
No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 
2x 4 S000 SO.00 83.00 80.00 80.00 
2x 6 79.00 79.00 80.00 84.00 84.00 
Sea § 79.00 79.00 79.00 80.00 80.00 
2x10 79.00 79.00 79.00 81.00 81.00 


2x12 T9.00 79.00 79.00 81.00 81.00 


No. 2 Dimension 


2x 4 75.00 75.00 78.00 77.00 77.00 





isd 
2x 6 76.00 73.00 77.00 75.00 79.00 
2x 76.00 76.00 76.00 75.00 75.00 
2x10 76.00 76.00 76.00 76.00 76.00 
2x12 76.00 76.00 76.00 76.00 76.00 
No. 3 Dimension R/L Only 
| Mi Seen AS ee ; = ooee 2D.00 
> ae Pre a ss bse Wee cot call 53.00 
ae Pe ee ee ee 50.00 
a aaa ah pail el eens Mea ak 45.00 
2 Tee ee eae ae er ere 45.00 
(Add 10 to 15 for dry lumber) 
WESTERN PINES 
Ponderosa Pine 
Selects 
we L igd 
Selects 
S2 or 48 4/4 RW 6/4 RW 8/4 RW 
C&Btr RL . 245.00 255.00 260.00 
Shop, S28 No. 1 No. 2 
DPE. tercovsseewnsennemen 140.00 130.00 
DPD nWecweecbesunenenees 130.00 110.00 
Commons 2&Btr. No. 3 No. 4 
S2 or 48 RW 106 RW 72 RW 64 
2 eae 117.00 78.00 63.00 
(0; | es 117.00 78.00 63.00 
Idaho White Pine 
Selects 
2 or 48 1x4 1x6 1x8 5/64 
“C&Btr. RL 250.00 265.00 270.00 265.00 
Wes. ceca 205.00 225.00 230.00 235.00 
Pola S2 or 48 san. 1 No. 2 No. 8 
De. ahicnanewewe 47.00 135.00 100.00 
DEG «tcsrwrertene 147, 00 135.00 100.00 
Sugar Pine 
Selects 
S2 or 48 4/4 RW 5/4 RW 6/4 RW 
B&Btr. RL. ..300.00 300.00 305.00 
oy OO iseccnes 75.00 285.00 295.00 
EP BEM ccccecces 255.00 255.00 260.00 
Shop. S28 No. 1 No. 2 No. 3 
De wvsecwewes 175.00 130.00 85.00 
TG vxx<0ceoen 175.00 130.00 85.00 
Tee kacteavenn 175.00 130.00 85.00 


SOUTHERN PINE 


Vertical Grain Flooring 


&Btr. C D 
BG sassennedeue 190.00 180.00 160.00 
ae 2 ee Flooring 
picwinie eeneie et 165.00 155.00 115.00 
ix dee walde ade 200.00 190.00 150.00 
Drop Siding 
1x6 (Pat. #106).195.00 185.00 155.00 
1x6 (Pat. #116).195.00 185.00 155.00 
Boards & Shiplap 
1x6 1x8 1x10 1x12 
No. 1 ...135.00 135.00 140.00 185.00 
No. 2 ... 83.00 88.00 88.00 93.00 
No. 3 ... 73.00 80.00 80.00 86.00 


No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 
4 93.00 94.00 
x 6 89.00 89.00 
= 8 92.00 92.00 94.00 x 
2x10 102.00 103.00 103.00 111.00 114.00 
2x12 108.00 108.00 108.00 119.00 124.00 


No. 2 Dimension 


= 





2x 4 86.00 87.00 89.00 99.00 99.00 

2x 6 82.00 83.00 84.00 93.00 95.00 

2x 8 82.00 83.00 84.00 93.00 95.00 

2x10 86.00 87.00 87.00 93.00 95.00 

2x12 86.00 87.00 87.00 93.00 95.00 
No. 3 Dimension R/L Only 

x .00 

2x 6 68.00 

2x 8 67.00 

2x10 67.00 

2x12 61.00 one 

REDWOOD 
Siding 

1x6 ABBtr SIMINE ..... ci ceciicncs 125.00 
TeES AM tr BiGiBS «ccc ccc ccs 145.00 
8 AMMtr SIiGing ... ....cccccces 165.00 
OE EE EST eee ee eee 155.00 
i pc CNS rc fca cg. al atte ear ata des ean ae 165.00 
SO ge ret eee mee 195.00 
2 | Ge a ape aa ae 205.00 
Clear Bungalow Siding 

Oe. ee eae re Areca cen rt ee 165.00 

NN iain & Gra ashe ae as 180.00 





WESTERN RED CEDAR 


Prices for red cedar siding io mixed 
cars, new bundling, 6’ to 18’ a 
Beveled Siding, % Inch 
Clear ad — 


46%4 imch ....:. 75.00 70.00 50.00 
%eu6 inch ...... 80.00 75.00 55.00 
%x6 inch ...... 95.00 90.00 75.00 
x8 inch .....-. 125.00 120.00 95.00 
Clear Bungalow Siding, % Inch 
© OE cacoeees 180. 178.00 130.00 
era 180.00 175.00 145.00 
ie” 190.00 185.00 150.00 
Finish, B and Btr. S2 or 4S, 
6’ te ad or rough 
MR atte et oral to ain setae he) aiaseranata 220. 00 
i210 italles gpeirts folat s Sitaito So areal aS ean etn 220.00 
ED ativan sida ta wok eiglaxe tema mais aia at 265.00 
Ceiling or tlooring, B and Btr. 9-16’ 
B&Btr. 
Se ---105.00 100.00 90.00. 
IEE. cantasecgr alan aia -120.00 115.00 95.00 
Discount on "mouldings, 6-20’ odd 
lengths. 
Series 8,000— 
Listing under 4.00—list plus 35 per 
cent 
Listing 4.00 and over—list plus 35 
per cent. 
Clear Lattice, 6-16”, 5-16’ 
co . _— aes aia cae nial abate 1.50 
MU aiaw/nawansemuewen: galiearesae 1.75 
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ENGELMANN SPRUCE 


Boards and re 


(dry) x6 1x8 1x10 ax1z 
No. viii. suns 105.00 105.00 107.00 
No. 3&Btr.. 82.00 84.00 85.00 84.00 


No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 
72.00 72.00 


4 a A 
2x 6 69.50 69.50 69.50 72.50 72.50 
2x 8 69.50 69.50 69.50 73.50 73.50 
2x10 69.50 69.50 69.50 76.50 76.50 
2x12 72.50 72.50 72.50 76.50 76.50 
No. 2 Dimension 
2x 4 63.00 63.00 63.00 63.00 63.00 
2x 6 63.00 63.00 63.00 63.00 63.00 
2x 8 63.00 63.00 63.00 63.00 63.00 
2x10 63.00 63.00 63.00 63.00 63.00 
2x12 63.00 63.00 63.00 63.00 63.00 


(Boards graded No. 1, 2, 3, at flat 
price; no price for straight No. 2. Mills 
do not grade out No. 3 Dimension sepa- 
rately as in fir.) 





WESTERN HEMLOCK 


Vertical Grain Flooring 


&Btr. c D 
I ailaciastcos at orar usual 150.00 140.00 100.00 
Flat Grain Flooring 
ND Site cc ar acc.atateta aes 135.00 125.00 93.00 
MS. gateaneuca sisted 155.00 150.00 100.00 


Drop Siding 





1x6 (Pat. #106).145.00 35.00 105.00 
1x6 (Pat. #116).145.00 140.00 105.00 
Ceiling 
_ =) BN err 105.00 100.00 60.00 
BOE. Sats oe ee wre 110-120 105-115 90.00 
Roards and Shiplap and 2” (dry) 
1x6 1x8 1x10 1x12 
No. 1 . 80.00 82.00 82.00 82.00 
No. 2 .. 77.00 77.00 77.00 77.00 
No. 3 . 62.00 64.00 64.00 64.00 
No. 1 Dinsension 
12’ 14’ 16’ 18’ 20’ 
2x 4 81.00 81.00 84.00 84.00 84.00 
2x 6 81.00 81.00 81.00 86.00 86.00 
2x 8 83.00 81.00 81.00 81.00 86.00 
2x10 81.00 83.00 81.00 81.00 86.00 
2x12 81.00 81.00 81.00 81.00 86.00 
No. 2 Dimension 
2x 4 78.00 78.00 80.00 79.00 79.00 
2x 6 77.00: 77.00 78.00 79.00 79.00 
2x 8 74.00 74.00 75.00 75.00 75.00 
2x10 74.00 74.00 74.00 74.00 74.00 
2x12 72.00 72.00 72.00 72.00 72.00 
No. 3 Dimension R/L Only 
Be PR ee re a ee 59.00 
i een eee Ee eeneE Er 
I ee nr ereneerey 
MS 5 acer'gratre ds mccilon ave kipn eriot at a avoredohataxtelia aaa 
ME 54d starar oid Gataretale ea ele em eeuen 51.00 
Clear PIn 35x24 4§x1% %x2 %xlh 
White ..190.00 165.00 7 162.00 


1 
Red ....195.00 170.00 17 
Sel Plain 
White 170.00 145.00 1 152 
ted ....175.00 150.00 167.00 152.00 
#1 Com Pin 
White & 


00 162.00 


Red ..138.00 113.00 152.00 142.00 
#2 Com Pin 
White & 
Red .. 75.00 50.00 82.00 77.00 


#1 Com & 
Btr Shorts 


14,” 105.00 80.00 97.00 97.00 





RED CEDAR SHINGLES 


Royals 
No. 1 24” 4% 9.25 
No. 2 24” 4% 6.00 
No. 3 24" 4% 3.50 
Perfections 
No. 1 18” 5/2% 5.50 
No. 2 18” 5/2% 3.75 
No. 3 18” 5/2% 3.75 
XXXXX 
16” 5/2 No. 1 6.50 
16” 5/2 No. 2 4.75 
16” 5/2 No. 3 3.00 


iin Nedstat pacar secre 
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| HATE INFLATION! 


EDITOR’S NOTE—This bulletin sent to the membership 
by B. E. Babbitt, Managing Director, National Plywood 
Distributors Association, hits the nail so squarely on the 
head that we thought it would be of general interest to 
our readers—The Editors. 


Inflation vs. Progress 


One of my closest friends has just received a 
wonderful promotion—salary $30,000, a round 
$5,000 more than before. In 1941, his earnings 
were $12,000—a point from which he has moved 
steadily upward during the past decade. 

Naturally, I congratulated him, just as you 
would have. His reply was a startling revela- 


tion. 


“Don’t kid me, and above all, don’t kid your- 
self. Although I sincerely believe the value 
of my services to my company has increased in 
proportion to my salary, I am barely holding 
even. Since 1941, inflation of our currency stem- 
ing directly from the policies and activities of 
our government has cut the buying power of the 


| dollar squarely in the middle. That means my 


income in terms of 1941 money is really $15,000 
—mighty little progress in a decade. 

“But that isn’t the worst of it. My income 

taxes in 1941 were just short of $1,800 which 
left me $10,200 for that year. In 1952, my fed- 
eral income taxes will exceed $9,300, leaving a 
gross income of $20,700. Converted to 1941 
dollars for a realistic comparison, I will have 
$19,350. So I have worn out my body and beat 
out my brains, and for what? 
_ Bad as this is, the future is even bleaker. A 
jo nt committee of congress reports that unless 
the mad orgy of multi-billion spending is 
st-pped, the purchasing power of the dollar 
wi'l drop to 39c by 1954—just two short years 
hence. In terms of the things my friend can 
buy and do with his salary, he will have just 
$8.075 of 1941 money. The spiral of inflation, 
Sliced by bureaucratic government will have rob- 
be’! him of all of his hard-won progress and left 
hin 20% poorer than he was 10 years ago. 


Your Business Too 


Most plywood distributors are justly proud 
of their progress in the last decade. They have 
come a long way. But before you become com- 
Placent, before you condone silly Washington- 
Inspired pronouncements that a little inflation 
is good for everyone, halve your 1951 income 
after taxes and compare it with 1941. Have you 


Burtp1nc Propucts MERCHANDISER 


made real progress or have inflationary policies 
robbed you of your just reward? 


Solemn Warning 


Solemn warning of the true peril of bureauc- 
racy is sounded in this direct quotation from 
the Congressional Record of June 22, 1951: 

“When approximately one-third of a citizen’s 
income is seized by the Government, the citizen 
is no longer free and independent. He must look 
to Government for help. He, along with 149,000,- 
000 other Americans, has become what the Social- 
ists wanted—an incipient ward of the state. 

“Just as 14% (in 1941) became 27% (in 1945), 
and 27% will become 31% under this tax bill, 
31% will soon become 35%, then 40% as it is 
in Britain today; then 50%, then 60% as it is 
in the Soviet Union today. 

“The Socialists will have their socialism, but 
Americans will have lost their freedom com- 


pletely. Government, which should be the serv- - 


ant of the people, will have become absolute 
master.” 


America’s Future 


Your freedom—your children’s freedom—de- 
pends upon how you use your free ballot in the 
forthcoming primaries and national elections. 

We can keep America the bountiful, glorious 
land it is, only by directing its destiny by ex- 
ercising our right to vote. In no other way can 
we prevent dangerous, unscrupulous and irre- 
sponsible minorities from taking over that right 
and privilege. 

In our last national election, 48% of the reg- 
istered voters though so little of the welfare of 
the greatest nation the world has ever seen they 
did not bother to cast a ballot. As a result a 
President was selected to guide our country 
through frightful, complicated dangers by 44% 
of those who did vote—by less than a quarter 
of those who should have. Looking back at the 
past four years, it seems incredible that almost 
half our voting population could have been so 
indifferent to their priceless gift of personal 
liberty. 

Do you approve the course of this nation under 
the Fair Deal? Can you stomach the recent 
revelations of corruption, of betrayal by high 
officials, and of blatant unrepentant inefficiency ? 

Voting is as important to the life of our de- 
mocracy as eating is to its people. Every patri- 
otic, straight-thinking citizen will do everything 
in his power to help get out the vote—and most 
of all, vote himself. 


‘ 
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INBOUND SHIPMENTS to inventory are posted by clerk. Useful information 


is entered in adjoining columns. 


How to Improve Your Inventory Control System 


Here are some experience-proven methods 
that will help you keep a balanced stock on hand at all 


times. 


By HERBERT P. JORDAN 


President, Jordan Lumber Co., 
Memphis, Tenn. 


Fifteen years ago the ques- 
tion of inventory control and 
turnover was to most lumber 
and material dealers an aca- 
demic one. Our commodities 
were classed as “low cost,” and 
their bulk represented a more 
serious problem for manage- 
ment than their value. Recently 
the price index on building ma- 
terials stood at 325% of the 
August 1934 average; as a re- 
sult, no dealer today can afford 
anything less than the best in- 
ventory control system he can 
devise. 


Think of what it means, to 
say that to do the same unit 
volume as in 1934 requires 31, 
times the capital invested in 
inventory, unless turnover can 
be increased. Think of what it 
means to say that a neglected 
pile of short quarter round 
that cost its indifferent owner 
$8 in 1939 now stands at $80, 
_ molding at 60% over 
ist. 
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Let’s move on from these ex- 
amples of what neglect can do, 
to a brief discussion of inven- 
tory turnover and its relation 
to capital and profits. 

At the outset, we can say 
that besides lightening the bur- 
den on capital, there are sev- 
eral direct benefits from a 
smaller, faster turning inven- 
tory. 

1. Storage space. In this 
area We can again see a drastic 
change in requirements due to 
skyrocketing values. Exposing 
$75-two-by-fours to a merciless 
August sun is a far cry from 
the days of $25 common lum- 
ber. Few dealers today feel 
they can afford open storage 
for even a small part of their 
lumber inventory. Sheds cost 
money, real money, and the 
smaller the inventory, the less 
sheds are needed. 

2. Insurance charges are 
high, with rates headed higher 
every year. This expense then 
can be materially reduced by 
increased turnover. 

3. Product deterioration is a 
greater factor in lowered 
profits than many dealers real- 


February 25, 1952, AMERICAN LUMBERMAN 


ize. Dust and soot, excessive 
humidity and heat, and simple 
wear and tear take a toll of 
millions of dollars of hidden 
costs yearly from dealers all 
over the land. Slow turnover 
of poorly balanced stocks is 
the greatest ally of this profit 
eater. 

All the above factors directly 
affect net profit in dollars, not 
relative to investment or sales, 
but actual dollars in the bank 
(subject, of course, to the In- 
ternal Revenue Bureau’s mod- 
est take). 

Next, let’s look at the effect 
of improved turnover on the re- 
turn on invested capital. Tak- 
ing the 1950 averages for the 
state, a yard selling $360,000 
annually, would come up with 


some figures like this, if his | 


turnover were five times per 
year: 


Inventory requires ........ $52,500 
Estimated net working 

capital 7 
Return on working capital 2.4 


If ‘turnover were increased to six tims: 
Inventory required $43,800 


Estimated net working 
capital 
Return on net working ite 
ee ree ren 4 


Conversely if turnover falls to f ur 
times, the figures will be: 


Inventory required 
Net working capital...... 84,700 


Return on net working 
capital 


These figures reveal ine 
startling fact that between 4 
better - than-average turnover 
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‘rom inventory before slip is  for- 
warded to shipping department. 
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CARD FOR RECORDING SHIPMENTS and for keeping an 
up-to-date saleable balance of each item. Colored lines are 
used under the current figure at the close of business each 
month to provide a means of calculating the monthly move- 
ment. “ 
CARLOAD INVENTORY is. being 
ve posted to receipt card. Monthly move- 
le § ments and prices are recorded on ITema -8 2COM AD UNIT 
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” “requisition” to “normal” is noted by 
: - changing colored tabs. 
ne 
100 , 
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nis | turnover, lies a difference of 
er ¢ 


: . : IN—OUT AND BA RECORD 
5% return on investment with 
«'/l other factors equal. Think 
©: what this means when we 
think of our business from the 
2.7 siockholders’ point of view! 
s: Furthermore, in actual cash, 
t.x-free money required for 
Working capital, there is a dif- 
3 ference of $21,900 in this oper- 
ir a‘ion. Think of what could be 
done with this much money. 
_ It could be taken out and 
invested in other securities or 
real estate; it could be put into 
mechanical equipment to re- 
uce expenses and boost 


ioe. 
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ay f ° , INCOMING SHIPMENTS are recorded on this card. Information includes name 
~ profits; it could be put into a of item and number of pieces received; quantity on requisition; date received, 
' new salesroom to build store seller, quantity, delivered cost, also any comment. 
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traffic; it could be put into 
new inventory items which with 
good turnover would boost 
sales as much as $150,000 per 
year. There’s real gold in those 
inventories. 

Let’s look at this question of 
how to speed turnover. Close 
control is necessary for two 
reasons: 


1. Only by watching every 
item can a balanced stock be 
maintained. 

2. As the stock becomes 
smaller, more accurate infor- 
mation is increasingly neces- 
sary both for replacements and 
for sales. 

One of the first questions 
usually asked is whether a per- 
petual inventory is necessary. 
I don’t think it is, but I 
strongly recommend it, since it 
is the most accurate method 
and I don’t think it takes any 
more time than less efficient 
devices. 

The essentials of an effective 
plan are these: 

A. A record of receipts 
broken down by items. 

B. A record of shipments, 
broken down by items. 

C. Establishment of a nor- 
mal range for each item, below 
the minimum of which orders 
are placed with suppliers. 

D. Some method, preferably 
a perpetual inventory, to show 
the stock position of each 
item. 

E. A system of colored flags 
for quick identification of 
items needing attention. 

There are many ways in 
which these things can be done, 
but let me illustrate these basic 
elements by reference to our 
own method: 

1. In the first place all in- 
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GENERAL VIEW of bookkeeping office shows the latest 
bookkeeping machines, calculators and adding machines 
used in the Jordan Lumber Co. organization. 
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coming shipments are entered 
in the columns of this small 
card (see Fig. 1), beginning at 
the double line near the left. 
Other useful information is en- 
tered at the same time in the 
appropriate columns. 


2. Of shipments, we keep our 
record on a card like this one. 
(See Fig. 2.) If you will look at 
the sample card, you will see 
a figure at the top which rep- 
resents the number of pieces 
on hand to begin. As delivery 
tickets are written, this figure 
is lined through and the new 
balance shown below. Receipts 
and returned merchandise are 
added in a similar manner, the 
last figure always giving the 
unsold balance. At the end of 
each month we draw a colored 
line under each column which 
establishes stock on hand end 
of month. The movement for 
the month can then be figured 
at leisure using the three fig- 
ures: stock on hand at begin- 
ning and at end, and the re- 
ceipts. 


This monthly movement is 
entered on the other small card 
and averaged yearly. These fig- 
ures are the basis for setting 
normal range, which we will 
come to next, and are also very 
helpful in spotting sales trends. 

3. Next comes the setting of 
the normal range. We arbi- 
trarily work on a 90-day turn- 
over for lumber items but the 
method can be geared to any 
desired rate. 

The lead time required on 
each item is first determined. 
For example, we figure an aver- 
age lag of 30 days from order 
to receipt on Southern Pine 
items, 60 days for West Coast. 
We always want to have 30- 





JORDAN YARD occupies about three acres and has shed 
storage for 1,500,000 feet of lumber. The V-bin storage is 
used to keep 2x4’s straight indefinitely. 


days supply on hand when the 
shipment arrives, to provide a 
cushion for emergencies. The 
normal range formula then 
works like this: 


30-days supply 


COMIGTHONET) cccccccccces 1500 Pieces | 
30-days supply 

OS | Seer 1500 Pieces 

Minimum atock .......... 3000 Pieces 
30-days supply ; 
(purchase quantity) ....... 1500 Pieces 

Maximum stock ......... 4500 Pieces 


These figures can be built up 
from estimates to begin, but as 
experience is gained, they are 
constantly revised in the light 
of movement records referred 
to earlier. 

4, These min-max figures, as 
we call them, are shown on 
each card, and whenever the 
stock on hand passes either 
point, a flag is put on the card. 
The physical stock of this item 
is then counted, delivery tickets 
taken into account and the net 
result flagged on the purchase 


card (the receipts card) in this 


manner: 

a. If the item is below mini- 
mum, a green flag goes in and 
the amount needed to bring 
stock to maximum noted on the 
card in green. 

b. If the item is over maxi- 
mum, a purple flag goes in as 
a warning to the buyer. 

c. If the item is out, a yellow 
flag signals emergency and the 
need for local purchases. 

5. Buying is done from tie 
green figures, on cards flagged 
in green, and when orders are 
placed, these are entered in red 
alongside the green figures. A 
red flag is then substituted tor 
the green one if the requisition 
is satisfied. The only thing le‘t 
is to trace for shipment. 

6. As the purchase arrives 
and is entered, the red figures 

(continued on page 96) 
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u-Phal PLASTIC 


ASPHALT CEMENT 


_ | For Sticking Down Asphalt Shingles and 
eces | General Repair on Roofs and Flashings! 
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his GLAZING COMPOUND 
ini- instead of putty! : 
and Nu-Glaze overcomes all the old buga- available 
Ing boos about putty because it “always ® 
the stays put!” Never dries out, hardens, in . 
cracks or peels off! zle-Type : 
1 xi- Nu-Glaze is not a putty, but a plastic : 
as glazing compound that’s perfect for glaz- Load 








ing, filling cracks, setting plumbing, 
boatwork, etc. Comes in 14-pint, pint, 
[ow quart, 5 lb. cans. Also available in drums 
the — 25 Ibs., 50 Ibs., 100 Ibs., and 880 Ibs. 

Order your Nu-Glaze today! 
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NEW HOUSE BEING ERECTED by crew of carpenters who donated time, 


while Gillespie donated lumber. 


Photos courtesy Newsday, Garden City, Long Island, New York 


Reng 





ANDERSEN FAMILY enjoys comforts of new home — gift of thoughtful 


neighbors. 


Public Relations at Home 


Long Island dealer contributes building mate- 
rials for needy family; one result was good industry 
publicity—local and national. 


It all started with the death 
from polio of one of the promi- 
nent citizens of Garden City, 
Long Island, New York, the 
Rev. Tibert Andersen, late pas- 
tor of St. Andrew’s Lutheran 
Church. The pastor left a wife 
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and four children, one of whom 
is a polio victim. 

This loss meant, of course, 
that the Andersens were also 
without a home. Enterprising 
friends—Catholics, Jews and 
Protestants — began raising 





E. C. GILLESPIE, Garden City lum- 
berman with a heart. 


money to buy a lot. It remained 
for others to pitch in and com- 
plete the job, not the least of 
whom was Garden City’s lum- 
berman Ear] Gillespie. 


Earl Furnished Needed 
Material 


Ear] heard of the Andersen’s 
plight and decided to do some- 
thing about it. One of the first 
materials needed was framing 
lumber. Earl] took care of that, 
furnishing all the lumber needed 
for the construction of the 
house. 

“It was the least I could do,” 
he says. He also furnished 
rough siding and roof planking 
while others in the community 
contributed flooring, plumbing, 
etc. 

From the old parsonage to 
the new house, was a move 
which the Andersens would 
never have been able to make 
without men like Ear] Gillespie. 
It proves once again that when 
a genuine need arises—and 
people know about it—they wil! 
go out of their way to help. 


Good Example for Others 


Any dealer who hears of 4 
similar case in his community 
area would do well to follow 
Earl Gillespie’s lead. It would 
probably give him and the in- 
dustry a bigger boost in the 
eyes of the public than he could 
ever hope to receive from a 
flashy publicity stunt. 

This charitable enterprise 
resulted in several newspaper 
stories, also an article in Time 
magazine. 
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Play Up 
‘‘Nearness”’ 
of Your Yard 


Every retail lumber dealer, 
wherever situated, should use 
sales promotion methods that 
play up the “nearness” of his 
yard. 

Phil Creden, advertising and 
merchandising manager, Ed- 
ward Hines Lumber Company, 
Chicago, the nation’s largest 





HINES KITCHENS 


CABINETS MADE TO 
ORDER - COMPLETE 
PLANNING, ESTIMATING 
and INSTALLING SERVICE 





“WHERE TO CALL” 


HINES EDW LUMBER CO 
1641 Oakwd Av HighlandPk--Enterprise-1047 
Called Party Pays For Enterprise Calls 


CLASSIFIED AD in suburban tele- 
phone directory offers free toll serv- 
ice. Hines uses 50 suburban telephone 
directories. 











lumber retailer, believes this 
approach is necessary for deal- 
ers with a single yard and “ab- 








Where else can you obtain Kitchen 
Cabinets with so many powerful sales- 
making features as I-XL Deluxe Cabi- 
nets offer you. Truly, I-XL Deluxe 
Kitchen Cabinets lead the field in 
value. A proven line with nearly 100 
years of customer satisfaction behind 
them. 


CHECK THEM OVER 1 TO 20 


1. All Cabinets sealed against moisture. 
2. Kiln dried Hardwood. 


3. Properly nailed, screwed and glue 


blocked. 

4. Flush plywood ends on Base Cabinets. 

5. Flush solid lumber ends on Wall 
Cabinets. 

6. Center drawer bearers for easy open- 
ing. 

7. Factory finished, trimmed, ready to 
install. 


8. Baked on White Enamel finish. 


9. Natural Finish Birch doors & drawer 
fronts. 


10. 130 Patterns to choose from. 


Il. 12" to 84" widths with intermediate 
sizes. 


12. Packaged Units or Complete Kitchens. 
13. Custom Built Sink and Counter Tops. 
14. Scientifically packaged for shipment. 


15. Planning folder for dealer conven- 
ience. 


16. Bulletin service to dealers on I-XL line. 
17. Newspaper mats — folders — stuffers 


supplied. 

18. High Quality—Good Service—Fairly 
Priced. 

19. Backed by 98 years’ woodworking ex- 
perience. 


. I-XL leads the field in value. 





LOOK HOW MUCH MORE YOU GET 
. . . With I-XL Deluxe Kitchen Cabinets 








Get This Folder! 


See for yourself the beau- 
tiful appearance and ver- 
satility of I1-XL Kitchen 
Units. — 3 fitted into 
any shape kitchen space. 
Write for it today. 











Goshen, Indiana 





48 


solutely essential” to a firm 
selling in a wider trading area. 

The Hines company concen- 
trates on three advertising me- 
dia—newspapers, television and 
classified telephone directories. 
There has been a Hines listing 
in the Chicago classified direc- 
tory since the book was first 
published in 1901. Hines is now 
listed in the classified section 
under 11 separate headings. 

Because the company con- 
siders it to be its most valuable 
single heading, “Lumber- 
Retail” carries a quarter-page 
diplay ad listing the address 
and telephone number of each 
of the 15 Hines yards in Chi- 
cago. The ad also shows a 
drawing of a _lumber-laden 
Hines truck and mentions “free 
delivery service’ and lumber 
that is “first in quality.” 

Other Hines display ads, 
running one-eighth of a page, 
are found under the headings 
for “Millwork,” “Plywood & 
Veneers,” ‘“Skids & Pallets,” 
and “Wood Work’; Hines runs 
a 114 inch in-column ad under 
“Lumber-Whol.” and also cov- 
ers such additional headings as 
“Boxes - Wooden,” “Building 
Materials,” “Shelving,” “Storm 
Windows & Doors,” and “Wall- 
board & Plasterboard” with 14 
inch in-column ads. 

Spotted throughout a 30-mile 
radius of Chicago are Hines’ 
nine suburban yards. The firm 
uses about 50 suburban classi- 
fied directories to tie these 
yards to suburbs without a 
Hines yard. In these areas the 
Hines ads promise the customer 
free toll telephone calls and 
free delivery service. 

“This service,” Creden points 
out, “makes it possible to gauge 
the pulling power of this par- 
ticular media, since these tele- 
phone numbers appear in no 
other Hines advertising.” 

Hines TV advertising reveals 
the location of the company’s 
24 retail yards. All items are 
priced in Hines newspaper ad- 
vertising and the “nearness” 
angle is covered with the line, 
“There is a friendly Hines yard 
in your neighborhood.” The ad 
lists all 24 yards, their ad- 
dresses, and telephone numbers. 


“Many a sale can be lost,” 
Creden believes “because the 
prospective buyer thinks your 
lumber yard is out of the way. 
We concentrate a lot of our ad- 
vertising on trying to remove 
this barrier. 
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Non-Profit Insurance Fund 


y MARIE BENNETT 


ecretary-Treasurer, Florida Lumber & Mill- 
ork Association 


Recognizing the need for a 
\on-profit workmen’s compen- 
ation coverage for the mem- 
ers of their association, the 
‘lorida Lumber & Millwork 
\ssociation after a thorough 
study of the problem, organized 
n 1950 the Florida Building 
Materials Industries Self-In- 
surors Fund. It is a non-profit 
cooperative workmen’s compen- 
sation fund. Any member of 
the Association is eligible for 
membership in the Fund. 

The Fund started with three 
members and approximately 
$12,000 estimated annual pre- 
miums. In order to operate the 
Fund they employed the firm 
_of Arnold & Matheny, attor- 
neys at law, to administer it, 
and Robert F. Coleman of Flor- 
ida, Inc., a workmen’s compen- 
sation self-insurors’ servicing 
agency, to process and handle 


claims, safety work, accident — 


investigation, and like matters. 
The Fund, knowing that it 
could not sustain any catastro- 
phic losses with its initial small 
membership and limited funds, 
in order to protect its members 
ntered into an aggregate ex- 
‘ess loss insurance arrangement 
vith Lloyds of London, where- 
y all losses sustained in excess 
f 75% of the premiums col- 
ected would be paid by Lloyds 
ip to the maximum of $750,000. 
“he remaining 25% of the pre- 
niums collected were allocated 
or administrative expenses, 
ost of reinsurance and cost of 
ervicing and processing claims. 
The Fund was highly success- 
ul during its first year. It has 
rown to the point where at the 
eginning of 1952 it has 54 
nembers with an estimated an- 
iual premium contribution of 
pproximately $100,000. Dur- 
ng the year 1951 the Fund had 
03 claims, paid out $13,414.80 
‘or medical, hospital, and bene- 
it payments, and the adminis- 
crators of the Fund estimate 
that there will be an approxi- 
mate 20% refund to its mem- 
bers. 
_ The refund above mentioned 
iS very sizeable when it is re- 
alized that the Fund charges no 
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also a safety engineer and as 
such not only _ investigates 
claims but goes into causes and 
prevention. 

To sum up, the benefits of the 
program to the members of the 


debits to any of its members 
regardless of loss ratio, but 
charges all members of the Florida Lumber & Millwork 
Fund minimum normal premi- 4 ssociation are as follows: 
ums. The key to the success of 1. Members are charged 
the Fund program is its safety " ‘minimum normal premi- 
program and safety engineering um regardless of occa- 
which gives its smallest mem- sional large losses to in- 
bers a comprehensive year- dividual members. 

round safety program which is 2. Members obtain the best 
supervised by trained safety possible safety programs 
engineers. Every claim adjust- and safety engineering. 
er for the service company is (continued on page 98) 
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Everywhere home builders and modernizers are 
thrilled with I-XL “Lavanity,” smart, modern de- 
signs, sparkling new colors. Cabinets in 4 colors 
—Willow Green, French Blue, Citron Yellow and 
Sandalwood; also in White Enamel, Natural 
Birch Finish and Unfinished — lifetime 1-piece 
Formica tops in choice of 13 patterns and colors; 
lavatory bowls in Spanish Buff, Horizon Blue, 
Tusk Ivory, Sea Coral, Spray Green and White. 





No. 1 Lavatory Unit—25” 
wide, 21” deep, with 3” 
high back splasher. 


SIZES TO FIT ALMOST ANY SPACE. The new “Lavanity”’ 
combination lavatory and cabinet units come in 3 basic 
designs, from which innumerable combinations to fit almost 
any wall space can be set up. Basic unit is 25’’ wide, 21” 
deep. No. 23 cabinet, illustrated above is composed of No. 
2 Knee-Well Unit incorporating the lavatory and No. 3 
companion piece, providing a unit 40° wide x 21 deep. 
No. 13 cabinet is composed of No. 1 lavatory unit and No. 
3 companion piece at the right. 5 standard sizes meet 
nearly all requirements. 


Write today for brochure 
illustrating and describing 
the beautiful line of I-XL 
*“*Lavanity’’ bathroom 
cabinets. 






No. 13 ‘“*Lavan- 
ity’’—composed of No. 1 

lavatory unit and No. 3 com- 

panion piece at the right. 


Homes and apart- 
ments equipped 
with I-XL ‘‘Lavan- 
ities'* are modern. 


THE 1=XL FURNITURE CO., INC. 


Goshen, Indiana 
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BILL MASON, son of the owner of Mason Lumber Co., 
Jacksonville, Fla., and Merle Dinkins, clerk, in the office 
of W. Mason & Co., which handles all types of financing on 
remodeling and new-construction jobs. 





Remodeling Made Easy 


Financing, materials and labor, tied up in one 
package by Jacksonville, Fla., dealer. 


Mason Lumber Co., Jackson- 
ville, Fla., is getting all types 
of remodeling business as the 
result of steady advertising, 
showroom displays and empha- 
sis on financing plans. Practi- 
cally everything distributed by 
the Mason Lumber Co. bears 
the slogans: “One-Stop Build- 
ing Service Saves You Time 
and Money” and “Consult Our 
Home Planning and Remodel- 
ing Department.” 


Example of a “reader” ad 
used to develop room-addition 
business is the following: 


“We invite you to use our 
budget plan to modernize your 
home. Re-roof, repair, re-paint 
or add extra rooms. Only 10% 
down, small monthly payments. 
All materials and labor includ- 
ed.” 


A Sunday display ad on the 
same subject reads in part: 

“Use Our Budget Plan to 
Modernize Your Home. En- 
large or add a room—paint, re- 
pair.” 

The budget plans empha- 
sized in nearly every ad can be 
studied in an attractive build- 
ing across the street. Financ- 
ing through FHA and other 
agencies is handled by a sepa- 
rate organization, W. Mason 
and Co. The firm recommends 
building mechanics for modern- 
ization jobs. 
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A line of appliances installed 
about a year ago has added 
considerably to the volume of 
room addition and remodeling 
business, according to H. Swi- 
tzer, outside salesman, because 
it has saved customers the 
trouble of looking elsewhere 
for this equipment. 

Working models of all types 
of windows—aluminum, steel 
and wood—have also helped 
promote the firm’s remodeling 
business. Special hardware and 
tool displays have been a big 
help. 

The hand tool display re- 
sulted in increased lumber 
sales besides doubling the sale 
of hand tools. 

“It works both ways,” Swi- 
tzer says. “A man comes for 
lumber. You ask him if he 
needs a hammer and probably 
end up by selling him a plane 
and saw. 

“Of course we try to display 
items that move rapidly. This 
brings in foot traffic which 
creates larger volume in other 
lines. Every effort along this 
line results in roofing, siding, 
new garage and other sales 
which help our light construc- 
tion business.” 

Stock cabinets are available 
for remodeling jobs, but many 
of the cabinets are made in the 
Mason Lumber Company’s own 
shop. 


APPLIANCES, EVEN TELEVISION’ SETS, installed 
about a year ago, were found valuable aids in closing 
remodeling jobs. They save customers the trouble of 


looking elsewhere. 






i 


‘ WEL 
SN 
WINDOWS 
TT 2 


MANUFACTURER’S SALES aids are 
used throughout the store. Besides 
stock millwork, the firm has its own 
shop for custom jobs. H. Switzer, out- 
side salesman, illustrated the good 
points of this aluminum window. 


Use Our Budget Plan 
TO MODERNIZE YOUR HOME 


Enlarge or add a room—PAINT—REPAIR 
We recommend Carpent Pai Roofe 


Monthly Payments Arranged 
10% Down—Balance Up to 30 Months 


ONE 

STOP 
BUILDING 
SERVICE 











LUMBER COMPANY 


FHA FINANCING FOR NEW BUILDING AND REPAIRS 


2324 Edison Ave. 
Phone 7-7422 


Center Street at Railroad 


1426 Kings Ave., (Southside) 
Phone 9-4411 








Green Cove Springs, Fla. 


VARIOUS FINANCING plans are 
played up in the classified and dis- 
play ads which the firm run. 


_ The firm’s diversified adver- 
tising program includes news- 
paper classified and display ad- 
vertising, radio spots and a 
wide variety of gift souvenirs. 
The reminders include ash 

(continued on page 98) 
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Letters to the Editors__— 


No Down Payment with ABC Plan 
ir. E, 8S. Egge, Manager 

llied Building Credits, Inc. 
-113 Seventh Avenue South 
irmingham 3, Alabama 


Dear Mr. Egge: 

We have been asked a question that I think you can 
nswer authoritatively. 

If a homeowner wants to build a garage, is it pos- 
sible for him to buy it from the lumber dealer with 
no down payment? If he wishes to expand a single 
varage to a double garage, could he do so without 
any down payment? 

Arthur A. Hood, Editor, 
American Lumberman 

All loans originating under Title 1 of the FHA carry 
a mandatory 10% down payment, regardless of the 
nature of the improvement. 

For those lending institutions such as Allied, who 
have their own time payment plan in conjunction with 
repair and modernization, Regulation W governs the 
sale. Therefore, on our ABC supplementary plan, 
there would be no down payment necessary to erect 
a garage. 

It is also our opinion that no down payment would 
be required to expand a single garage into a double 
garage. However, if the garage was going to carry 
a conversion in order to permit occupancy over the 
garage, then a down payment would be necessary.— 
E. S. Egge, Allied Building Credits, Inc. 


Congratulations for Mr. Hood 


To the Editors: We want to congratulate Mr. Arthur 
A. Hood on his address at the Southwestern Lumber- 
men’s meeting. It was one of the best we have heard. 
So many of the talks that are given at these meetings 
have very little to do with the dealer’s problems in 
his daily experiences in a lumber yard. They generally 
deal with politics, or the state of the nation, or how 
much timber will be available in the year 2,000. These 
are all vital problems but something we can get from 
other sources at home without wasting traveling time 
end expense to hear. 

Please put me back on your subscription list. We 
lave been previous subscribers but get so much mate- 

ial that we don’t have time to read all of it. However, 
we will discard some of it and make better use of your 
suggestions which, if followed, we know will pay bigger 
“ividends. 

G. A. Hill, Hill Brothers Lumber Company, Fort 
Scott, Kan. 


Management Articles in Demand 


To the Editors: We have followed with great in- 
‘erest your articles titled the “Seven Stages of Sales 
.\lanagement.” 

You make mention of 38 Things and 22 Things a 
sales manager must know. 

May we have several copies of these pamphlets and 
any others dealing with sales management that you 
may have. 

Would it be possible to procure several reprints of 
your article “Building a Stairway to the Stars.” 

J. E. McCorkle, Branch Manager, Beaver (Alberta) 
Lumber Limited, Medicine Hat, Alberta. 

Reprints are available—Editors. 
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Du Pont ““MELSAN” for blue-stain and mold control 


‘*‘Melsan” Fungicide, a thoroughly tested product of 
Du Pont research, effectively prevents surface molds 
and blue stain in a single treatment. Specially designed 
for locations where seasoning conditions are severe. 


Du Pont LIGNASAN® for blue-stain control 


One quick dip or spray in a solution of ‘‘Lignasan”’ 
Fungicide is the effective way to protect your lumber 
against blue stain. Treatment costs little, pays for it- 
self many times over. Now available in handy one- 
pound bags. 


Du Pont Technical Service 
Du Pont technical representatives are ready to assist 
you in your stain-control program. Their practical 
— can help you produce more bright, clean 
umber. 


Full Details— ON HOW TO GET BRIGHT LUMBER 


Du Pont’s booklet describes complete, step-by-step 
rogram for effective control of blue stain and mold. 
his year, make sure you get the top prices that bright, 

clean lumber brings. 


i? 


GET YOUR COPY NOW! 


E. I du Pont de Nemours & Co. (Inc.) 
Grasselli Chemicals Department 
Wilmington 98, Delaware 


Please send me your booklet on stain control. [_] 
Please have your technical service representative call. (J 
Name. Firm 


Street, 








State. 





REG. Us. PaT.OFF 
BETTER THINGS FOR BETTER LIVING ... THROUGH CHEMISTRY 
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CANOPIED STORE FRONT announces name of firm in 
modern bold letters, can be lighted at night. Six large 


DISPLAY CASES of birch and mahogany feature the newest in paint and var- 
nish products, paint. brushes, and hand tools of various kinds. Sliding doors of 
mahogany plywood (lower right) are especially attractive. : 





plate-glass windows give full view of interior displays. 





OSCAR E. SEVERSON, manager. 


Merchandising in the Modern Manner 


New store in small Minnesota town offers the 
latest products displayed in big-city style. 


New quarters for the Gipson 
Lumber Company of Appleton, 
Minn., were recently opened by 
Oscar E. Severson, manager, 
and Charles W. Dahlin, vice 
president in ‘charge of pur- 
chasing. The new store is 
modern throughout, with over- 
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head fluorescent illumination, 
asphalt tile floor, and birch 
and mahogany display counters 
which feature a complete line 
of hardware, tools, paint, and 
other home building needs. 
Located on one of the main 
business streets of Appleton, 


Gipson’s new 38 ft. by 130 ft. 
structure promises to attract a 
heavy volume of customers, 
especially with its large window 
displays and pleasing tan-faced 
brick exterior. Materials are 
displayed in a room 38 ft. by 
64 ft., with office areas of 12x20 
and 10x10. : 
Attending the grand opening 
was a crowd of some 1,500 per- 
sons, who previously had read 
of the event in a full-page an- 
nouncement in the local news- 


paper. 
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profits come easier— 
and faster— 


when you stick to this 
ONE window family 


Curtis Woodwork dealers have found a simple 
way to avoid headaches—and to build profits with 
less effort. They order a// the windows and 
woodwork for any given job from a 

single source of supply: Curtis. 


The Curtis Silentite window family, for 
instance, offers such wide variety—so many 
different window styles—that it meets practically 
any window need. Curtis Woodwork, too, is 
available in a complete line to suit any 
taste, any size of building budget. 


Ordering everything from Curtis means that 
the complete job will be harmonious, satisfying, 
with no “kick-backs.” There’s less paper work, 
too, when there’s only ove order and one handling. 
And remember, Curtis Silentite Windows and 
Woodwork provide ONE high standard of 
quality, favorably known among home 
owners, contractors and architects 
throughout the country. 


S[LENTITE 


4 PRE-FIT 
the /nsu/ated window 


CURTIS COMPANIES SERVICE BUREAU 
CLINTON, IOWA 
A Department of Curtis Companies Incorporated 


Clinton, lowa * Wausau, Wis. * Chicago, Ill. « Sioux City, lowa 
Lincoln, Neb. * Topeka, Kan. * Minneapolis, Minn. 
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TWO BEDROOM HOUSE, BEFORE EXPANSION. 


Two-Way Expansible House 


Families are constantly grow- 
ing—why shouldn’t houses? 
Flexibility in a house is becom- 
ing a much sought-after feature 
and is the basis for the plan 
shown here and on the facing 
page. The two-bedroom version 
accommodates a small family, 
but with two or more children 


24'-8" 


BEDROOM 
9-8 «x 10-0 
BEDROOM 


11-8" x 12-0" 





HALL 3’-4" «x 24-0" 


you should have the three-bed- 
room plan. With it you can add 
a wing that fits your house per- 
fectly—architecturally and oth- 
erwise — instead of beirz the 
hit-or-miss affair that many ad- 
ditions are. But of course there 
is nothing to prevent you from 
starting with the three-bedroom 


65.4" 


-48 rs 


KITCHEN 
8-0" x 13'- 8" 


LIVING- DINING 
17-0" x 24'-0" 





PLAN 1, with basement: 864 square feet. 






version—unless your’ budget 
won’t allow it. 
Modular plan. Part of a 


series developed after consider- 
able study by the Small Homes 
Council of the University of 
Illinois, and sponsored by the 
Lumber Dealers Research Coun- 
cil, the Two-Way Expansible 
House is designed on a modular 
system. Its basic module is 4 
inches (or multiples thereof), 
which means a great saving in 


GARAGE 





BATH 


PLAN 2, without basement: 864 square feet. 
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EXPANDED VERSION—WITH DOUBLE GARAGE AND CORNER LOT. 


labor and lumber, as nearly all 
pieces can be pre-cut. The di- 
mensions of the two-bedroom 
addition are also modular—to 
insure uniformity of design and 
construction throughout. 
Basement or utility? You can 
have either. The basementless 
plan is probably more econom- 
ical, though it sacrifices storage 
space. In any case, you have 
your choice. The two-car gar- 


BEDROOM BATH 


8-0" x 11. "| = 


HALL 3’.4" x 16-0" 
linen 


BEDROOM 
11-8" 11-6" 


BEDROOM 
10'-0" x 9-8" 


we 


age is likewise to be preferred 
to the one-car, mainly because 
of added storage. This extra 
space comes in especially handy 
if the basementless plan is used. 

The lot’s the thing. To build 
either of these houses (expand- 
ed or unexpanded) you will 
need a 90-foot-wide lot, or one 
on a corner. If in later years 
you choose to expand, you can 
do so with a minimum of ex- 


77'.4° 


— 


KITCHEN 
8-0" 138" 


LIVING AREA 
15-8" x 24'-0" 














PLAN 1, with basement: 1152 square feet. 


PLAN 2, without basement: 1152 square feet. 
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pense and labor. It will mean 
(1) adding the 12-foot wide, 
two-bedroom unit and (2) re- 
moving the non-load bearing 
partition to open up the living- 
room area. 


Note: In requesting additional 
information from AL&BPM, 
please refer to this house as 
LD-202 (unexpanded version) 
or LD-203 (expanded version). 


GARAGE 
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TRUCKS CAN BE LOADED for delivery in about five 


minutes with fork lift truck. Units are steel strapped for site. 


"all 


TRUCKS ARE HIGHLY MANEUVERABLE even under 
adverse weather conditions. Scoops are sometimes snapped 


on to remove snow from the yard. 


“Lifts’’ for Every Yard 


Whipple Bros. finds varied uses for mechan- 
ical equipment in New York and Pennsylvania layouts. 


Many dealers who are asking 
themselves whether they should 
invest in mechanical handling 
equipment, especially fork lift 
trucks, should talk with the 
yard men and executives of 
— Bros., Inc., Laceyville, 

* 

Each of the company’s eight 
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yards in New York and Penn- 
sylvania has been equipped 
with lifts of 5,000 pounds ca- 
pacity. One lift was put to work 
even before the new warehouse 
in Kingston, Pa., was built. It 
was necessary to move some 
50,000 feet of lumber from the 
warehouse site to the sheds. 








easier, faster handling in the yard and to the construction 





LOADING THE LIFT TRUCKS for delivery to branch 
yards in Endwell and Binghamton, New York. 


*‘*With ordinary methods,” 
says Gus Schultz, yard man- 
ager, “this would have been a 
week’s work. With our lift 
truck, we had it all moved and 
stacked in neat bundles in just 
seven hours.” 

Before Whipple’s got a fork 
lift for each of the company’s 
yards, it took yard men 15 min- 
utes to load a truck for de- 
livery ; now it takes around five 
minutes. 

Lumber, roofing, cement, in- 
sulation board and _ bagged 
goods are palletized and 
strapped for fast, efficient han- 
dling of these goods. The new 
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SHAKERTOWN 








Here’s the sidewall that puts ‘‘sex appeal”’ 
in home exteriors! Colorful, rich and attractive, 
Shakertown Sidewalls combine the advantages 
of distinguished beauty with the economy of 
double-coursed cedar shingles. 


There’s no secret about the phenomenal de- 
mand for factory-stained Shakertowns. They 
mean lower construction cost, even lower cost 
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e give homes that “PLUS-VALUE” look! 


per year of service — with better insulation, 
less upkeep and added property value. They're 
architecturally right, too. 

Whether you're building one home or one 


thousand, if it's good profit you want, you'll 


be ahead with Shakertown Sidewalls. It pays 


to stock and sell them! 


Get the facts! Find out why shake homes, in project after project, have 
sold far ahead of any other homes built of standard materials. 


Write today for prices and architect-selected color samples. 


West Coast Plant at Chehalis, Wash. 


TELOT IL GY ie) Company 


5455 BROADWAY AVE. CLEVELAND 27, OHIO 








ALL MATERIALS are strapped and palletized in the new 
warehouse, especially designed to use fork lift trucks 


effectively. 


Whipple Bros. warehouse 
(176x58) was built with lami- 
nated rafters so that there is 
post free space for storage. The 
warehouse was built of grey 
cinder blocks with glass block 
windows. 

The lifts have done practical 
work outside regular carrying 
jobs. In the winter they were 
used to push slow-starting 
trucks; frozen ground was 





me 


block windows. 


broken up with the _ truck’s 
forks; even a freight car is 
sometimes moved along the 
siding with the lift. 

“Our employes,” comments 
one Whipple executive, “were a 
bit hostile at first toward this 
new equipment. But they are 
sold on it now. One fellow re- 
marked just the other day, 
‘When I first heard of the plan 
to get these trucks, I thought 





ATTRACTIVE NEW WAREHOUSE in Kingston, Pa. 
(176x58) was built of grey cinder blocks with glass 
White front is trimmed in green. 


they might better give us a 
raise. Now I don’t know how 
we got along without them. 
They sure save a lot of time 
and work—especially in piling 
up roofing.’ ” 

In order’ to take full advan- 
tage of the new equipment, the 
Whipple yards are planning to 
modernize their methods of 
stacking wallboards, lumber 
and general building materials. 








Proof That Rosboro 


Logs Are Old Growth —...” 





sates 


For top quality Douglas Fir, order from Rosboro. 


ROSBORO LUMBER CO. 


Springfield, Ore. 


SAYRE NE 


eT ee 
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This 48-inch old growth McKenzie River Yellow 
Fir log coming up the chute into the sawmill is pictorial 
‘ testimony that Rosboro is cutting large old growth logs, 
' which every lumberman knows produce the finest upper 
grade lumber, such as flooring, siding, finish, etc. 


Douglas 
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Last year C. D. Johnson lumber was loaded 
onto 2247 cars at The Toledo mill. 
These shipments... easy to check, unload 
and dispatch... reached destination in the 
same prime condition in which they 
were shipped. 














Manufacturer: PACIFIC COAST LUMBER 







Mills: TOLEDO, ORE. Shipments: RAIL AND WATER 
SALES OFFICES: AMERICAN BANK BUILDING, PORTLAND 5, OREGON 


Trade Mark of Quality Lumbes 
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LUMBER AT THE GENESEE LUMBER AND 
Batavia, N. Y., is now strapped and wrapped with strong, 
waterproof paper. Because the lumber can be stored out- 
side in any weather the company eliminated the cost of 








Se Pile 


COAL CO., 


unused portions. 


mecTeD LUMBER 
GENESEE 


(uMBeR & COAL CO. INC 


ed wire * 


require. Builders like the idea. Delivered lumber is always 
dry and ready to use, and the paper continues to protect 


Each bundle totals approximately 1,000 


feet, and the cost of wrapping is about $1.50 per bundle. 
a new $25,000 building that increased business seemed to 


Wrapped Lumber Cuts Cost for New York Dealer 


The Genesee Lumber and 
Coal Co., Batavia, N. Y., was 
recently faced with the prob- 
lem of expanding to meet the 
needs of its growing volume of 
business. President H. E. Har- 
rower and Secretary-Treasurer 
S. L. Fisher guessed that new 


buildings were a “must” and 
they did some rapid calculating. 

A building large enough to 
serve their needs would cost 
$25,000, and in addition there 
were charges for interest, about 
$1250, depreciation $1000, in- 
surance $170, and taxes $625. 


The added charges eventually 
totaled $3045. 

After ‘reviewing these cost 
estimates, Harrower and Fisher 
hit upon the idea of strapping 
a bundle of lumber in a speci- 
fied size and length (approxi- 

(Continued on page 96) 





TOO MUCH 
MOISTURE? 


NOW, you can answer this question before 
structures warp and paint peels off. Revolu- 
tionary scientific instrument reduces moisture 
testing of lumber and other building materials 


to rapid, inexpensive and simplest possible 
operation. 





The most damaging moisture is that beneath 
the surface not readily ascertained by super- 
ficial examination. Our meter is equipped 
with sharp needle electrodes that penetrate 
into the danger area and transmit their 
findings to the instrument indicator. 











PRICE: $49.50 NEW YORK 


(Price subject to change without notice) 


Order direct from 


L. R. BRADLEY & COMPANY 


Dept. A-19 


25 West 45th St. — NEW YORK 19, N.Y. 








The new Bradley Electronic Moisture Meter eliminates 
the drawbacks of other instruments of less advanced 
design. There are no galvanometer dials with delicate 
unstable needles. There are no tables of figures to 
consult and interpret. There are no moving parts ex- 
cept a manually operated pointer which the operator 
sets at a predetermined figure. A little danger light 
flashes if the moisture is in excess of that figure. Hun- 





dreds of pieces can be tested in a matter of minutes. 
Exact moisture percentages are quickly ascertained. 
The same instrument also tests plaster, brick, cinder 
block, gypsum block and concrete. 
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» “...one of the nicest cars of lumber we 
have ever received.” 



















EST MARTIN STREET 
PHONE FANNIN 4384 SAN ANTONIO. TEXAS 
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: January 16, 1952 
ct F ber Company 
ozan Lum READ WHAT 
0 : kansas nd 
| | Prescott, Ar attention Ur. Jo Re Pamitaker" OTHERS SAY 


Dear Sirs: 








“ . .. We consider this the 
best car of lumber we have 
had this year, strictly up to 
grade, nice and bright, clean 
in every respect and arrived 
here in perfect condition...” 


—Royerton Supply Company 
Muncie, Indiana 
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+ and the a8- 
f all the quality of the lumber was excellen 
‘ + 0 
pieces’ of lengths was perfect 
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. .. The car was clean, the 
lumber was clean and bright. 


The nicest car of yellow pine 
this year...” 


f 
% about this car 0 
at pleased us the mos . Itise 
But really the win tow an which it was a loaded separ= 
; lumber was the c@ 4n unloading when each ee an excellent 
great saving ho nth lengths. This =: 
ate ith the metal bands still intact. 
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—Dull Lumber & Coal Co. 
Van Wert, Ohio 











for many more 
ting that ow business dealings will continue 

Trusting 

generations , we remain 





6é 


... Have Been 
Very sincerely yours, 










1 Feee $: Agama. ke je n _—s 
‘ JIKIr;¢ Vice=- sident 
NS 3 j Oza 







Generations...” 






Certainly it is an excellent 
IVI testimonial as to the qual- 
ity of Ozan Soft Pine — for a concern which 
has been doing business with Ozan for three 
Vitis dais generations to write the above letter. 
of Ozan Soft Pine. May we especially call your attention to the 
@ Ozan Soft Pine has the quality you 
want. 


paragraph, “. . . The thing that pleased us the 
{ most about this car of lumber was the careful 
i way in which it was loaded. It is a great sav- 
ing to us in unloading when each item is loaded 
separately as to grade and lengths. This car 


arrived in excellent order with the metal bands 
5 still intact...” 


OZAN LUMBER COMPANY 


It's well manufactured, sci- 


entifically kiln dried and carefully 
loaded. 
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Prescott, Arkansas 
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Tool Rental 
Profitable 


Department shows 
three-way profits at Crow 
Lumber Co., Seattle, 
Wash. 


Three good reasons for rent- 
ing tools are advanced by Wil- 
liam Crow, owner of the Crow 
Lumber Co., Seattle, Wash. 


Offering over 50 rental tools, 
Crow lists the advantages of a 
rental department as follows: 


(1) Increased sales volume 
from rental income. 


(2) Sales of materials to 
customers who rent the equip- 
ment. 

(3) Sales of 
equipment. 

A good rental tool is defined 
by Crow as any tool which the 
average customer does not need 
to use often enough to make it 
worth while for him to pur- 
chase it. It must be a tool in 
fairly frequent demand and 


used__ rental 





et 


Lal 


highway. 


one which does not require too 
much skill to operate. A list 
of Crow’s rental tools is print 
ed on a sign large enough t- 
be read from the highway. 
One of the principal advan- 
tages of a rental department, 
says Crow, is the merchandise 
which can be sold when the tool 
is rented. A man who rents a 
sander and edger will also re- 
quire floor finishing materials 
to finish the job; another who 
rents a wheelbarrow and con- 
crete mixer will require cement, 
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SPRAY GUN 





SKILL SAWS 








EXTENSION LADDERS 
LADDER JACKS 
i MITER BOX 
GOEL CONCRETE MIKER Geen, 
BLOW TORCH = 
LEAD POT me 
% o234 | WHEEL BARROW 


Re: CALKING Gia 
“ ““\ 





1 - HOUSE JACKS < 
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VARIETY OF RENTAL TOOLS is seen by this neat sign visible from th« 


lumber for forms, nails and 
other items. He may return 
later for finished building ma- 
terials. Materials purchased 
will often run four to five 
times the amount of the rental. 
The original tool rental may be 
the opening wedge to a good- 
sized sale of building materials. 

Crow keeps his service costs 
to a minimum by not handling 
the few tools which require con- 
stant mechanical attention. He 
also has found it advantageous 

(continued on page 98) 
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ern plant — Dargan Lumber Manufacturing 
Co. This modern saw — one of the few east 
of the Mississippi — can produce 10-million 
board feet of lumber per year. 


We welcome your inquiries for listings, prices, 
and descriptive literature. Write Box 406-C. 


DARGAN LUMBER MFG. CO. 


Gang Mill e¢ Dry Kilns 


CONWAY, SOUTH CAROLINA 


FINISH 
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Here, with a minimum of waste, logs are 
converted by the Swedish Gang Saw into 
"Superior Lumber at the South's most mod- 


CEILING * FLOORING + SIDING + BOARDS 


Planing Mill 


(=DARCAN=D 
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MAKE 


1. Getting MORE NEW “@ 
CUSTOMERS “a 


2. Getting MORE (out of) 


Here’s How “HOME” Works fo 


You send us names 








4 





| 
M&I” is prdetically your 
once you give us names they belc 
protect you against any duplicatio 
any returns. 


Select names you want to receive “HOME M&l” (If you 
desire to expand your potential customers we can help 
compile a choice list by our tested proven methods) 


We do all the work 


Without any more effort on your part we imprint your 
name, address and mail “HOME M&l” to your list, 
quarterly. 





Low cost to you — 





Your cost to get to the person that can bring you busi- 
ness is just 1lc per copy (which is the cost of postage, 


imprinting and handling alone). National advertising 
of accepted products, the types you yourself sell, pays 
for the large percent of cost involved in giving you 
such a big (8% x 1114), colorful (Full color cover and 
color inside and out) thick (68 pages) magazine. 


HOME is your personal magazine 





With your name on the cover and constant editorial 
reference to you throughout the magazine, “HOME 


Your Readers will thank you 
by word and by new business 
Look what they get! 


Each issue of HOME contains 
articles that show, step-by-step 


Home Maintenance & Improvement 
» 139 N. Clark Street 
‘ Chicago 2, Illinois 


e How to apply the products YOU 
ELL 


paki” My mailing list is enclosed. 
D sembineny My mailing list will be in before May |5th, 1952 (final date) 


e How to add living space in their oe hen lee may ae 


Please reserve .............. copies of HOME Maintenance & Improvement 
at llc per copy beginning with the summer issue to be mailed June |, 1952. 


homes (with your products) = 
e How to remodel their home (with 5 NE iskictiicnwniincnvea ii ae 
your products) : 
e How to beautify their home (with ‘ Company COC oe ee oe rereererrerecereersrerecrererneseresenereseereseseees 
your products) ‘ 
© PI evn sc\nccnscdactuivictbeceiaeee: pelea eae 
e How to use tools (the tools you sell) 
These as well as tips on mainte- ee ee 
nance and helpful hints are in : HOME Ma&l is published by AMERICAN LUMBERMAN & BPM 
each big colorful issue. SUG 


4 
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AMONG THE DEALERS 


ae 


SUGGESTIONS FOR REDUCING LUMBER YARD COSTS 
by inventory control, better merchandising and improved 
business methods, were discussed by a panel with Joseph E. 
Hollingworth as moderator at the Northeastern convention 





RB (QUIS F.KREVER —D KIKTON ANDREW 


in New York City. Those serving on the panel were D. 





NEWLY ELECTED OFFICERS of the Northeastern Retail Lumbermen’s Asso- 
ciation for 1952 are, left to right: Arthur Clifford, 3rd vice-president; Deyo W. 
Johnson, 2nd vice-president; Frank H. Morin, president; J. Harold Stacey, 1st 
vice-president and Paul S. Collier, executive vice-president. 


Northeastern Holds Hard- 
Hitting Convention 


Taking aggressive, positive stands 
on all important questions effect- 
ing the building materials industry, 
the 58th annual convention of the 
Northeastern Retail Lumbermen’s 
Association was attended by a rec- 
ord 4,568 lumber dealers. More 
than 20 meetings, conferences and 
special events were held January 
28, 29, 30 and 31 at the Hotel Stat- 
ler in New York City. Lumber 
dealers from New England, New 
York and portions of Pennsylvania 
and New Jersey participated in the 
convention. 

Russell L. Fish, Scituate, N. Y., 
president of the association, key- 
noted the convention with his ad- 


64 


dress deploring “some chiselers who 
have entered the construction in- 
dustry during the past few years,” 
and “they have not done us much 
good,” he said. “They have been 
responsible for some of those mon- 
strosities called low-cost homes. I 
refer to those houses with thick- 
butt shingles laid over green east- 
ern pine without paper under them. 
They use the cheapest of materials 
and workmanship in every way. 
Some of these homes have been so 
cleverly camouflaged that even the 
bank making the appraisal is hood- 
winked.” 

President Fish pointed out that 
“we can stop this fleecing of the 


Seth ‘ 
HARVEY J. STOWE —ROBERY 8 HOLCOMR 





Kilton Andrew, Duncan S. Briggs, Don A. Campbell, Robert 
B. Holcomb, Louis F. Kreyer, Richard A. Huber, George H. 
Pearce, George W. Sanderson, Harvey J. Stowe and O. V. 
Wallin. 


prospective home buyer if we tell 
him what to do in buying a home,” 
and he urged dealers to help 
home buyers by recommending an 
impartial appraiser who knows con- 
struction. “A dealer who renders 
this service,” Fish added, “is doing 
both the industry and himself a 
service.” 

Another typical, down - to - earth 
talk was given by Edith Ramsey, 
of American Home magazine, who 
told dealers they must slant their 
selling directly to women because 
they “spend 85% of the money in 
this country. 

On the last day of the convention 
the members met and elected Frank 
H. Morin, of Morin Brothers, Inc., 
Fulton, N. Y., as president of the 
Association for the coming year 
succeeding Russell L. Fish, Scituate, 
Mass. 

Mr. Morin’s election was proposed 
by a nominating committee headed 
by John W. Cain, and adoption of 
the committee’s report resulted in 
the election of the following: First 
vice-president, J. Harold Stacey; 
2nd vice-president, Deyo W. Johns- 
ton; 8rd _ vice-president, Arthu) 
Clifford; and 4th vice-president, Ja) 
LeFevre. 

Directors elected were Willis F 
Atkinson, A. D. Barnes, J. Alfrec 
C. Dodd, Charles E. Hopkins, Law- 
rence P. McCrancken, Elmer §S 
White, John F. Willson, Gordon D 
Little. 

Also, William P. Beach, John J 
Coffey, Edward C. Doherty, Ed- 
ward J. Hoffman, Robert B. Holecom 
and Joseph E. Hollingworth. 
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SUPERIE 
P; 


BILT @ WELL 
ae ae 
mrrtp at 


ai 
Pil ley 


OES NOT BIND 
BLIND STOP 


25/32” outside sheathing and 34” lath 
and plaster on 2x4's—and Superior full 


\ 
« dth jamb. 


Cut-away view of Bilt-Well’s exclusive Jamb-liner and weather- 
strip—the secret of the Bilt- Well Window's superiority 





32” outside sheathing and dry-wall 
( 3” or Ya") inside on 2x4's, and 
“ sperior” minus inside strip on jamb. 


Laboratory tests prove that Bilt-Well Supe- 
riorWindows have almost double the weath- 
ertight efficiency required by the American 
Wood Window Institute’s specification. 

Here’s why. The patented Superior Jamb 
Liner is flexible which means it auto- 
matically takes care of expansion and 
contraction. 

And because this problem of expansion 
and contraction is taken care of, windows fit 





’ outside euanae and dry-wall (34” 
Ye”) inside on 2x4's, cut-off rib on 
od stop and remove inside jamb strip. 


"N 


co~w 








le Complete weathertight 
protection! 


2. Easy sliding windows 
at all times 
















BILT-WELL 


SUPERIOR Windows 
have Goth these qualities 
—~_.. plus!!! 


snugly but slide easily and smoothly under 
all conditions without the annoyances of 
sticking and rattling. This unusual ease of 
operation is also due to the truly counter- 
balanced sash by overhead spring balances. 

There’s special news, too, for you who 
are so closely connected with the building 
industry. Bilt-Well Superior Windows are 
now made adjustable to various wall thick- 
nesses. See illustrations. 


CARR, ADAMS & COLLIER CO., Dubuque, Iowa 





Here’s a list of the BILT-WELL LINE ¢ Superior Unit Wood Windows ¢ Exterior & Interior 
Doors ¢ Entrances and Shutters ¢ Clos-tite Casements ¢ Carr-dor Garage Doors ¢ Basement Unit Windows 
e Louvers & Gable Sash ¢ Combination Doors ¢ Screens & Storm Sash e Corner (China) Cabinets ¢ Ironing 
Board Cabinets ¢ Mantels & Telephone Cabinets ¢ Nu-Style & Multiple-Use Cabinets ¢ Stair Parts 





Ya” outside sheathing and 3%” dry-wall 
cpplied over Y2” insulation board on 
2x4's, cut-off rib on blind stop. 
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ATTENDING THE WISCONSIN PRESENTATION of “Oscars” were left to right: 
Richard Breedin, secretary, BMEA; J. J. Moreau, East River Lumber & Fuel 


Co., Green Bay; 


Donald M. Crooks, Douglas Fir Plywood Assn.;° John Law, 


manager, Lieber Lumber & Millwork Co., Appleton; E. S. Belke, Belke Lumber 
& Mfg. Co., Stevens Point; E. F. Lehnard, Ashland Lumber & Fuel Co., Ashland, 
and Jack Parshall, Building Supply News, Chicago. Mr. Lehnard received the 
first award with E. S. Belke, second and John Law, third. 


BMEA Gives "Oscars" in Display Contest 


Plaques and citation of merit 
certificates are now being awarded 
successful lumber dealers who en- 
tered the first BMEA display con- 
test designed to encourage wider 
use of manufacturers point-of-sales 
materials. Planned for Wisconsin, 
Michigan, Indiana and Illinois this 
year the association hopes eventu- 
ally to extend the contest nation- 
wide. The awards are being given 





at retail lumber dealer conventions 
in the states eligible for the com- 
petition. 


Judges for the contests are Don 
A. Knightingale, Chicago Tribune; 
Robert Tiernan, Meredith Publica- 
tions, and Bradley P. Williams, sales 
promotion manager of the Masonite 
Corp., chairman, and originator of 
the promotion program. 


WASHINGTON 
pRess 


Courtesy 
ROCKY MOUNTAIN NEWS 
tap Sasly ROCKY MOUNTAIN NEWS OF 
sg was printed cna Washington Press 


Horse Thieves" at Mountain States Convention 


An old Washington press turned 
again, grinding out an 1877 “Daily 
Rocky Mountain News” at the Feb- 
ruary 6-8 convention of the Moun- 
tain States Lumber Dealers Asso- 
ciation in Denver. 

The Hallack & Howard Lumber 
Co. wanted a unique 75th Birthday 
souvenir for distribution at its 
convention exhibit. Its advertising 
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agency, Harold Walter Clark, Inc., 
of Denver, recommended the news- 
paper. By a happy coincidence, a 
page-one advertisement in the Feb- 
ruary 7, 1877, issue carried the 
announcement of the formation of 
the Hallack & Howard firm. 

Page One carried an added story, 
that of the apprehension of a 
“horse-thief” after a chase through 
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frontier Denver. In the headlin: 
of each copy run off, the name o 
the convention visitor getting th: 
paper was inserted as the “horse 
thief.” 





N. N. HAMAR, right, Hamar-Quandt 
Co., Houghton, Mich., was re-elected 
president of the Wisconsin Retail Lum- 
bermen’s Association at the 62nd an- 


nual convention. William E. Wolfe, 
left, Palmetier & Abell Lumber Co., 
Waukesha, succeeded Joe Richardson, 
Sheboygan Falls, as treasurer. H. P. 
McDermott, association secretary, 
center. ' 


Good 1952 Forecast 
By Wisconsin Dealers 


Wisconsin dealers anticipate an- 
other good business year. Upper 
Michigan copper and iron mines 
are again becoming important to 
the national economy and the Wis- 
consin dairyland is always impor- 
tant, J. N. Hamar, re-elected presi- 
dent of the Wisconsin Retail 
Lumbermen’s Association, pointed 
out in his message at the opening 
of the 62nd annual convention in 
Milwaukee, January 29-31. 

A convention highlight was the 
presentation of the Building Ma- 
terial Exhibitors “Oscar” award 
and citation certificate to three re- 
tail dealers for outstanding displays 
utilizing manufacturers’ sales aids. 

One feature of the large attenc- 
ance was a decided increase in the 
number of women for whom speci: 
social events were scheduled. 

Headline speakers at the busine 
sessions included Dr. George \. 
Crane, “Psychology in Business’ 
Tom Collins, publicity director, Ci 
National Bank and Trust Cv., 
Kansas City, Mo., “Salesmanship 
and Joseph E. Leopold, industri 
relations counsel, Dallas, who 2: 
tacked tax-free co-ops and instit 
tions which remain tax exempt. 

The three-day convention co:- 
cluded with a panel discussio', 
“Friendly Relations Between Mar- 
ufacturer, Wholesaler and Retailer.’ 
moderated by Ed Gavin, edito”, 
American Builder. 
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For well over 50 years Northern Woods have been recognized for their high quality. The 
Northern Lumber Mills are better equipped today than ever before to serve you with well- 
manufactured, accurately-graded Northern Woods. Consult the firms on this page for your 
an- fj requirements in Northern Woods. 
per § 
nes & * . oo 
to f tHolt Hardwood Co. =. =. 2. 2...) «(Otonto, Wis. = *Goodman Lumber Company . . . . . Goodman, Wis. 
pe. Maple, Birch, Beech, Oak Flooring. Strip, Assembled Block Northern Hardwoods, Hemlock, White Pine, Basswood, Hard- 
1S- Herringbone, Parquetry types: all types Heavy Duty Flooring. wood Dimension. Planing mill. Dry Kilns. Rotary cut veneers. 
or- > 
1S i- * , . . 
ail +Boehm-Madisen Lumber Co. . . . Milwaukee 3, Wis.  § *yishioan Pole & Tie Newberry. Mich 
on ° e . = . IC igan oie le 0. ° © . . ew erry, IC . 
Mills: Lake Linden, Mich., White Lake, Wis. Mirs. Hardwoods ‘ 
ted md Hardwoo ; ‘iti ilabl .C.L. ship- Northern Hardwood Lumber, Old Faithful Hemlock. NORTH- 
: a dwood Flooring. K. D. facilities available. L.C.L. ip ERN WHITE PINE, NORWAY PINE ad Pili Gealines 
ing ments kiln dried hardwoods from stock at Thiensville, Wis. Transit Millworking Facilities. an iling. xcellen 
in 
. . . . * . . . . 
the Cadillac-Soo Lumber Co. . . . Sault Ste. Marie, Mich. Roddis Plywood Corporation . Marshfield & Park Falls, Wis. 
Ma- Northern Hardwoods, Hard Maple a Specialty. Hemlock. White Roddis Lumber & Veneer Co. of Mich. . . Ironwood, Mich. 
d Pine. Modern Dry Kilns. Facilities for Surfacing, Resawing. etc. Roddis Lbr. & Veneer Co., Ltd... Sault Ste. Marie, Ontario, Can. 
Ay Compl. stk. N. Hdwds., Hemlock, W. Pine, Cedar Prod., Maple, 
re irca, g. wad. enr oors. ywa. od. Ty lin iacil. 
Y Birch, Flg. Hdwd. Ven'‘r’'d D Plywd. Mod. Dry Kiln facil 
LVS 
: * ; : 
ds Abbott Fox Lumber Co. . . . ~~ Iron Mountain, Mich. 
nd- Manufacturers and Concentrators of Hardwoods, Hemlock and * Ahonen Lumber Co. — a a a oe Ironwood Mich. 
ite Pine. Planing Mills. Dry Kilns. : : , 
the Northern Hardwoods, Hemlock, White Pine, Spruce, Hardwood 
tal Flooring. Planing Mill — Modern Dry Kilns. 
ae tConnor Lor. & Land Co, Mills: Laona, Wis.\Soles Marshfield, Wis. “ 
eg K. D. & A. D. Hardwoods, Hemlock, W. Pine—Cedar Shingles, Copeland Lumber Co Atlantic & Ontonagon, Mich 
W, Posts, Pol Laytite Rock M & Bi —Di i lo a ee ' : 
a Sales Office—CHICAGO—135 S. LaSalle St., Hardwood Lumber. 
SB > Dimension. Dry Kilns and Planer. 
1iy 
* ene . 
%., & Diamond Pole & Piling Company . . . Escanaba, Mich. ‘ _ 
p ’ j es ous ones i ye es hang 4 s reyes? — C. M. Chr istiansen Co. ° ‘ " ° e Phelps, Wis. 
poration; mills at Big Bay and Newberry, Michigan. Hemlock, An outstanding Wisconsin lumber manufacturer — Hardwood, 
‘ial ite Pine and Spruce. Modern planing mill. White Pine, Hemlock and Cedar Products. 
-— 
: . * j Mills at Sales j 
Schneider Bros. Lumber Co. . . . . Marquette, Mich. Wm. Bonifas Lumber CO. (jyorenisco, Mick.) Omee Neenah, Wis. 
Ol- Northern Hardwoods and Hemlock, Hardwood Dimensions. Northern Hardwoods, White Pine, 
Rough Hardwood Turnings. Hardwood Pallets—any size. Plan- Modern Dry Kilns. Expert Millwork. 
0 ing Mill and Dry Kilns. 
a - 
_f tMember Maple Flooring Mfrs. Assn. *Member Northern Hemlock & Hardwood Mfrs. Assn. 
07, ee = 
SS a eee 
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WALTER A. PEACOCK, 1952 presi- 
dent of the Michigan Retail Lumber 
Dealers Association. 





HAROLD H. HAGER, newly-elected 
treasurer of the Michigan association. 


Michigan Convention 


Attended by 1,930 


The most successful yet, de- 
scribes the 62nd annual Michigan 
convention held at Grand Rapids, 
February 5-7. Total attendance 
was a record 1,930, and over 500 
contractors and architects visited 
the exhibits on a special night 
staged for them. 

The three-day sessions included 
talks by Cotton Northup, Ormie 
Lance, Dr. John Hannah, Michigan 
State College president, Boyd 
Mahin, James Downs, Dr. Alfred 
Haake, Norm Mason and Congress- 
man Jesse P. Wolcott. 

Over 200 Lumbermen’s wives 
participated in the full program of 
entertainment arranged for them. 

The officers for the year are 
Walter A. Peacock, president; T. 
P. Peterson, 1st vice-president; 
Donald P. Yerkes, Jr., 2nd vice- 
president; Harold H. Hager, treas- 
urer; Hunter M. Gaines, secretary, 
and Donald J. Moe, assistant secre- 
tary. 
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Dealers: Front row—left to right: William Douglass, C. Shafer, Jr., Warren 
Carter, Irving Waterbury, William H. Stine, John J. Marsh, Allen H. Brain, 


Edward B. Sharp, Charles E. Benson. 


Second row—left to right: W. G. Smith, Charles E. Seville, Don B. Beaumont, 
Edward A. Elder, James H. Clemens, W. K. Crow, Findley M. Torrence, R. H. 
Griffith, David J. Harmon, Hubert Walker, Paul V. DeVille. 

Third row—left to right: Forrest L. Steinman, Floyd Stoner, John Thiessen, 
Howard Potter, Ray DeVille, Homer Prakel, Floyd S. Pendleton, Oliver Hoge, 
W. H. Merritt, David Stephan, R. O. Kime, John DeVoss, Harold A. Rosser, 
J. Irvin Jones, John M. Horn, Richard Downing. 

Fourth row—left to right: Ralph M. Lucas, Ralph W. Lucas, Victor O. Johnson, 
Bernard Kuehnle, J. D. Dittoe, Tracy LaCost, Paul Williams, Ralph C. Lutz, 
Gerald Walker, J. W. Flaig, T. C. McMahon, Max Thomas. 


Top Attendance at Ohio Dealer Convention 


A near-record attendance was re- 
ported at the Annual Building Ma- 
terial and Equipment Exposition, 
held in the Cleveland Public Audi- 
torium, Cleveland, Ohio, on January 
22, 23 and 24. Almost 4,000 retail 
lumber dealers, manufacturers, and 
their guests attended this annual 
event sponsored by the Ohio Asso- 
ciation of Retail Lumber Dealers. 
Product exhibits presented by build- 
ing products manufacturers, were 
more comprehensive this year than 
ever before, and emphasize growing 
competition in the building prod- 
ucts field. The growing acceptance 
of more effective sales techniques 
was highlighted by the increased 
capacity of the exhibits to attract 
attention to the newest in building 
products. 

More than 12 hours of panel dis- 
cussions were conducted by the 
retail lumbermen present at the 
top-management clinics during the 
three days of the convention. Such 
vital topics as more effective selling, 
better retailer - consumer relations, 
employe education, and improved 
merchandising policies were key- 
noted in the discussions. 


Trade schools, shaping the future 
of young men in the building indus- 
try, were well represented by the 
Cleveland Lumber Trade School, 
with an impressive display illus- 
trating millwork design and shop 
management. Suggested by the 
Cleveland Lumber Institute, the 
trade school exhibit represented a 


new idea in convention exhibits, 
and presented an effective argument 
for specialized employe education 
in lumber merchandising fields. 


Retail lumber dealers, increas- 
ingly aware of the need for recruit- 
ing specialized personnel also con- 
duct their own training courses 
which are sponsored by the Ohio 
Association of Retail Lumber Deal- 
ers. 


New England 
Dealers Elect 


Sixty-five lumbermen attended a 
one-day convention of the New 
England Lumbermen’s association 
February 5, at the Carpenter Hotel, 
Manchester, N. H. Officers reelected 
included: President, Frank Wood- 
ward, vice president, Warren Chaf- 
fee, secretary-treasurer, M. J. 
Michaud. 


Directors named for three years 
are Karl Upton, Merritt Langdell, 
P. J. Hampston, William P. Long, 
and Arthur Davis. 


Eugene Dickinson was named a 
director for two years and E. E. 
Burbank will serve one year. 


Following a morning session, the 
meeting concluded with a luncheon. 
Talks were given by Harris Rey- 
nolds of the New England Forestry 
Foundation, William H. Messeck, 
state forester, and Allan Harrison, 
OPS Office, Washington. 


¢ 
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Here’s what 
Dealers say: 


..1f you can’t send Opal, 
notify us.” 


...Ship only Opal.” 


..35 rolls—and please be 
sure it’s Opal.” 


... You spoiled me for other 
screening,’ 


“...Same as the last time... 
Opal, with the ruler marks 
on the side.” 





But — 


id 
there's no substitute 


for Opal! 


Only the real thing—OPAL—gives you perfection 
in insect steel screening. It’s made by the origi- 
nators of dull finish electro-galvanizing. And every 
production step, from the drawing of the wire to the 
final packaging, is supervised by craftsmen recog- 
nized throughout the industry. No wonder OPAL 
delivers all the selling features, all the extra advan- 
tages you and your customers want. Count them... 


Multi-Strand Edge 


... the exclusive feature that gives extra strength, 
perfect wire alignment, better tacking surface. 


No Roll-Back 
...lies flat when unrolled ...can‘t snap back. 
Measure Edge 


No fumbling with rulers ... Opal Screening is plainly 
marked in six-inch and one-foot measurements. 


Uniform 


... precision-drawn wire, expert weaving .. . these 
make Opal the most uniformly perfect screen you 
can buy. 


Even 


...no stretching or pulling during installation... 
fits frame perfectly on all sides. 


Appearance 


Full-gauge, hard-drawn steel wire with weather- 
proof white satin finish. 


Opal is the screening for building volume, 
repeat sales, profits. (Order yours now! 


Fitting Companions... 
\...to Opal are Aldura, the new Alclad aluminum 
alloy that doesn’t stain, and Liberty Bronze, a 
superior full-gauge wire that defies weather. 
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Across the face of 
the World a new 
Freedom spreads... 
like @ strong man's 
smile ...a Freedom 
from heavy burdens 
++ @ Freedom 

from beastly toil... 
a Freedom from 
useless costs...a 
Freedom from waste 
and spoil... It is a 
Freedom brought by 
Machines ... and 

by Methods created 
by Men who engineer 
history for the greatest 
good of their Kind. 


N A WORLD divided by Iron Curtains and 
conflicting ideologies, it is refreshing to 

contemplate a better tomorrow made possible 

by a new-found freedom available to all— 
the Freedom from Toil, a Freedom springing 
from the use of modern machines. 
























The Clark Equipment Company is proud 
to have contributed to the emancipation of 
the laboring man through the development 

and creation of machines to bear his 
most exhausting physical burdens. 
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Electric-Powered HAND TRUCK with Stacker. © TRUCLOADER with CRANE 
Attachment—1000 Ib. cap.—gas or electric power. © CLIPPER with RAM 
Attachment—2000 Ib. cap.—gas or electric power. © CARLOADER with 
BARTEL Device — 3-4-5000 Ib. cap. gas or electric power. © YARDLIFT 
with SHOVEL Attachment 2-4-6000 Ib. cap. gas power only. © UTILITRUC 
with CLAMP Attachment 6-7-10,000 Ib. cap. gas or electric power. 
YARDLIFT—150 with Standard Forks 15,000 Ib. cap. ges power only. 
CLARKTOR—100-10,000 Ib. draw bar pull. © CLARKTOR—~ 

47 to 104 tons hauling capacity on level. © CLARKETTE—5-10 tons 
hauling capacity on level. © CLARKAT—42 to 58 tons 
hauling capacity on level. © TRUCTRACTOR— 
Dump model 4000 Ibs. capacity. 
© TRUCTRACTOR—Tip-model 
4000 Ibs. capacity. 


ELECTRIC ano GAS POWERED 


Pd Greenies 


S) AND POWERED HAND TRUCKS « INDUSTRIAL TOWING TRACTORS 


These Clark 
publications will 
help you 
and your 
workmen 
to enjoy 
the many 
benefits of 
this New é 
Freedom. Any 
one—or all— 
of them will 
be sent to you 
upon request 





INDUSTRIAL TRUCK DIVISION ¢ CLARK EQUIPMENT COMPANY « BATTLE CREEK 40, MICHIGAN 


Please send: 0 Movie Digest 0 Safety Saves D Basic Facts 
0 Material Handling News 


Name 





Firm Name 





Street 





City Zone State 











AUTHORIZED CLARK INDUSTRIAL TRUCK PARTS AND SERVICE STATIONS IN STRATEGIC LOCATIONS 











What's YOUR Answer? 


Test your product knowledge as 
well as your knowledge of what other 
dealers are doing by taking this quiz. 

Rate yourself 10 points for each 
correct answer. 100-90% — excellent; 
80-70%, good; 70-60%, fair; 60-50%, 
passing. 


1—How can the two-way ex- 
pansible house described in this 
issue be expanded? 


2—What manufacturer ad- 
vertises its frameless aluminum 
screen as “a very thrifty pur- 
chase for the homeowner?” 

3—What new consumer film, 
which illustrates how a typical 
family can find more room in 
their home, is now available for 
dealer showings? 

4—A New York State dealer 
saved himself the cost of a new 
warehouse by wrapping lum- 
ber in 1,000-foot bundles. How 
much does it cost this dealer to 
wrap and strap each bundle in 
waterproof paper? 

5—What was the average size 
of the home built in 1951? 

6—Opal is a girl’s name, also 
the name of what building 
product? 

7—A caulking gun is used to 
seal certain parts of a house 
against the weather. What are 
these parts? 

8—lIf a customer asks for the 
best hinge in your hardware 
line, what are you going to sell 
him if this manufacturer has 
his way? 

9—What asphalt tile com- 
pany is now marketing a “self- 
installation kit?” 

10—A barometer measures 
atmospheric pressure. What 
does an electronic moisture 
meter measure? 


Answers on Page 96 
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BuILDING Propucts MERCHANDISER 


Day after day, the people in your territory who are going 
to build their own new homes are located by the world’s 
largest construction news gathering organization. 


Then .. 
the varied products needed for new homes, is mailed to these 
prospects of yours. This book—Home Owners’ Catalogs— 

is used and kept while these prospects are planning what 

they will want to buy for their new homes. It is important 

to you that the products you stock, show and sell are completely 
described to these buyers before they make their final decisions. 







. a book of catalogs, illustrating and describing 


That is why Youngstown Kitchens 


4G b Wplloun Killeen, distributes its big, 24-page catalog, 


“The World’s Newest Kitchen 
Ideas,” in each copy of Home Owners’ 
Catalogs. Youngstown knows this 
is the way to do a thorough pre- 
selling job for you. Youngstown 
knows these home-planners are out- 
standing prospects for you because 
they must buy the kinds of things 
you sell. 


oe EE 


beeen TE 


Find out how you too can get the 
names and addresses of hand-picked, 
pre-sold prospects in your territory. 


MAIL COUPON TODAY 
Tell me how I can get the names and addresses of prospects for new- 
home products . . . 4v my territory. (Available in local marketing areas 
within 37 eastern states only). 





COMPANY. 





! 
l 
1 
I 
NAME ! 
! 
| 
1 
1 


ADDRESS. -_ZONE STATE 


HOME OWNERS’ CATALOGS 


Dept. YK, 119 West 40th St., New York 18, N. Y. 
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MERCHANDISING CLINIC 


'Do-lIt-Y ourself" 
Gains Momentum 


Two letters, a church paper, and 
an energetic neighbor have recently 
brought home to us the extent of 
the do-it-yourself trend not only in 
new residential construction but in 
the repairing and remodeling of ex- 
isting structures. 

Necessity always was and always 
will be the mother of invention. When 
traditional materials are no longer 
available, something else will be 
found to take their places. When 
labor costs become too high, property 
owners with the help of their neigh- 
bors, do the work themselves. 

This, as every one knows, is what 
is happening today. Few, however, 
realize the extent of the trend... 
a shift that is making profound 
changes in building materials and in 
the ease with which they are put to- 
gether. 


. . . Lumber dealers should ap- 
preciate fully what such a 
change means to them and 
shape their promotional ma- 
terials accordingly. 


Bigger and Better 
Building Parts 


Manufacturers already are help- 
ing the good cause along by making 
building parts larger and easier to 
use. Once upon a time every part 
of a structure had to be cut and fit- 
ted on the job... a slow, expensive 
and not-too-accurate procedure. To- 
day it’s a horse of a different color. 
Take windows as a bright and shin- 
ing example of what we mean. Re- 
member the loosely fit affair with the 
little gadget on the side of the sash 
that fit into a hole to hold it wide 
open or “lock” it in place? Compare 
it with the units that are available 
today. What a change! 


Proof of the Pudding 


But let’s get along with the evi- 
dence. Excerpt from a letter which 
shows which way the “do-it-yourself” 
wind is blowing: 

“Jim has been busy the last couple 
of weekends helping the neighbors 
who live on either side of us do their 
decorating. Next week we start. We 
plan to give the woodwork one coat 
of paint in all rooms. We hope to 
tile the bathroom, too. We want to 
get all the inside work done this 
month because in April, Jim (with 
the help of the neighbors) will start 
building our two-car garage. They 
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plan to do all the concrete for the 
driveway and slab. It will be a lot 
of work but we can’t afford to have it 
done. Practically all the couples up 
and down our street do their own 
maintenance work and the homes look 
just as good as if a professional had 
done it. It’s a lot of fun! We all 
have one thing in common... not 
too much money.” 


. . . “Where there is a _ will, 
there is always a way” was 
never truer than today. 


Better Workmanship, Too 


Excerpt from another letter just 
received from the mother of two 
lively young children in an adjoining 
city: 

“Now that the children are in 
school, I’m having more time for my 
‘carpenter work’. We are finishing 
up two rooms in the attic and have 
done all the work ourselves. We 
take our time and Frank is more par- 
ticular than some of the workmen 
we have building part of the house. 
You’d be surprised if you knew how 
many things I’ve learned to do. By 
planning our work I am able to finish 
up things in my spare hours. Never 
thought I’d be very handy with tools, 
but really we enjoy our weekends 
more than ever before. We look for 
building materials that are easy to 
use and our upstairs rooms are go- 
ing to be our pride and joy.” 


... “We did it ourselves” cre- 
ates special pride in work ac- 
complished. 


Community Pool of Experts 


More evidence as 
church paper: 

“The men first got together in the 
spring of 1946 to paint and make 
minor repairs to the white frame 
sanctuary. The job cost exactly $27 
—the price of the paint. But the men 
were just digging in. The next job 
was renovating the old manse. In 
two months, by working evenings and 
Saturdays, they had completely re- 
modeled the inside of the house. With 
this job finished the workers (some 
20 in all) again turned their attention 
to the one-room church building with 
its ancient furnace and watery base- 
ment. First the building was raised 
four feet and the basement rebuilt and 
waterproofed. Second, a new founda- 
tion was built to the rear to house 
furnace, kitchen, lavatories, storage 


related in a 


space. Third, a two-story addition 
was erected on the new rear founda- 
tion for pastor’s study, conference 
room nursery room, and closet space. 
Practically all the money went for 
building materials. Most of the labor 
—digging, cementing, carpentry, wir- 
ing—was done without charge... . 
At the end of these activities it was 
found the old manse needed a new 
roof and several major repairs, but 
the congregation decided it would 
rather spend money for a new struc- 
ture. The old one was sold and a 
half-acre plot purchased across the 
street. In four and a half months 
the lot had been cleared and a 3-bed- 
room house with garage completed. 
Complete cost, including ground, was 
$14,000—a saving of some $10,000.” 


. . - Many hands working to- 
gether harmoniously make for 
worthwhile achievements. 


Best House in the Area 


In the block where we live, the 
newest and most attractive home was 
built principally by the owner who 
is a stickler for quality in materials 
and workmanship. 

“I knew the two men who helped 
me put up the framework,” he said. 
“They are craftsmen of the old 
school . . . the kind you seldom find 
any more. I got hold of them when 
they weren’t busy and they gave me 
a start. The rest of the work I did 
myself on weekends, after working 
hours, on my vacation. It took me 
a long time, but when I got through 
I really had a house. If you’ll com- 
pare my total cost with others in 
the area you'll begin to appreciate 
how much I saved in money. Now 
that it’s finished, I hardly know what 
to do with my spare time. Think I'll 
have to start another house!” 


. . “Do-it-yourself” becomes 
an interesting hobby. 


Tools, Too 


Easy to use (or shall we say ready- 
to-use) materials are only part of the 
picture. Power tools are pushing the 
movement ahead at a prodigious rate 
Once upon a time a carpenter was 2 
man unto himself. Today basements 
(hobby shops) are full of workmen 
who toil for the sake of quality. 
Thousands of these craftsmen built 
their own homes in 1951 . . . but it’s 
only the beginning of a highly sig- 
nificant trend. 
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ROBBINS 


Paul Bunyan himself would have admired 
the toughness and durability of 

Robbins hardwood floors. Strength—plus 
smart appearance and easy installation 
—make Robbins a favorite with 

builders everywhere. 


Robbins Strip Flooring 


A complete line of fine hardwood flooring 
for nailing—economical and quick to 
install. Robbins Nail Groove eliminates 
setting nails, increases laying speed. 
Beveled bottom edges prevent pinching 
paper, protect hands. 


Robbins Parquet Wood Tile 


Distinctive, durable, ideal for homes, 
offices, institutions. Made from strips 
of standard flooring, bound by steel 
splines. Sound-absorbing, resilient, 
abrasion-resistant. Quick, clean 
installation simplifies both new projects 
and remodelling jobs. 


Members Maple Flooring Manufacturers’ Association 
ROBBINS FLOORING COMPANY 
Reed City, Michigan e Ishpeming, Michigan 
Write Dept. J, Reed City, Michigan for illustrated literature 





3UILDING Propucts MERCHANDISER 





BOUNCING and JOUNCING- 


tight grip! A 






D-P MILL-GLAZE 


steps up glazing and delivery 
of sash and doors! 


Easy and economical to use on either primed or unprimed 
surfaces! ‘Sets up” firmly—remains sufficiently pliable to 
take bouncing and jouncing in the yard. Forms permanent 
grip that thwarts every extreme of weather. Check-proof! 
Crack-proof! In every way, it’s the economical way to 
faster production, greater profits! 

2s Complete descriptions and specifications of famous D-P Prod- 


ucts appear in the 1952 Sweet's Architectural File, Section 7c. 
Di 


THE DICKS PONTIUS COMPANY 


DAYTON, OHIO 


Alexandria, Va. Decatur, Ga. 
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WHAT’S NEW 





Products .... Sales Aids... . Literature 


Portable Display Kit 


A new, full color, portable dis- 
play kit depicting the varied uses 
of California Redwood in residen- 
tial, industrial, agricultural, and 
special purpose fields, is now avail- 
able. Designed for exhibits, fairs, 
conventions, and special dealer dis- 
plays, it consists of an attractive 
fan-fold set of six color panels, 20’ 
high, which can be extended to an 
8-foot length. The display can be 
obtained on loan. Write California 
Redwood Association, Dept. AL, 576 
Sacramento St., San Francisco 11, 
Calif. 


New Concrete Paint 


Smooth-On No. 15 is a new con- 
crete paint for use on interior or 
exterior concrete, cement block, 
brick and stone. This new product 
does not require any primers or 
sealers and can be applied to painted 
or unpainted, dry or damp surfaces. 
One gallon covers approximately 400 
square feet and one coat is usually 
all that is required. An important 
feature is the product’s high re- 
sistance to water, acid or alkaline 
attack. Surfaces coated with 
Smooth-On No. 15 can be washed 
without damaging the finish. Write 
Smooth-On Manufacturing Co., 
Dept. AL, Jersey City, N. J. 


Kyanize 


SCRUBABLE- 
FLAT 


STANDARD 





Clingcote 'Scrubable-Flat" 


The Boston Varnish Company 
recently announced a new formula 
for the well-known Kyanize Cling- 
cote Flat, to be labeled and sold as 
Kyanize Clingcote Scrubable-Flat. 
This new Kyanize product is an oil 
base paint made with an alkyd 
resin. It is described as completely 
scrubable even with scouring pow- 
ders; can be applied over a variety 
of surfaces—new plaster, wall- 
board, enamels, wallpaper, spackle, 
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etc., and has such hiding power 
that it leaves a perfectly uniform 
color and shéen. It is self-priming, 
quick-drying and odorless. Before 
the new product was announced it 
had been given exhaustive field 
tests by painters and distributors, 
as well as by consumers. Officials of 
the company say this self-priming, 
scrubable-flat is a” completely new 
conception of an oil-base, alkyd 
resin flat. The product will be pro- 
moted extensively in national con- 
sumer magazines, including Life, 
Better Homes and Gardens and The 
American Home. A complete set of 
dealer tie-in display materials is 
being provided. Write Boston 
Varnish Company, Dept. AL, Ever- 
ett, Mass. 





"A Screening Department" 


A “complete screening depart- 


ment” for dealers has been an- 
nounced by Plastic Woven Prod- 
ucts, Inc., makers of screening 
woven of Firestone Velon. The 
“department,” which requires very 
little floor space, is composed of a 
well-built display rack containing 
6 rolls of screening; a stand-on 
demonstration screen and an easel- 
backed display card. Because the 
display rack (5534” high, 4514” 
wide and 14” deep), dispenses the 
most popular widths of screening, 
it eliminates storing, as well as 
bending and searching for the cor- 
rect product. The frame of the 
stand-on screen is supported by 
four short wooden legs. The man- 
ufacturer recommends that dealers 
invite their customers to stand on 
the unsupported screening area, 
thus demonstrating the fact that 
the product will not bulge or break 
under pressure or impact. The full- 
color display card is suitable for 
a nearby counter, or if fully visible, 
the floor. Write Plastic Woven 
Products, Inc., Dept. AL, 51 Cam- 
den St., Paterson 3, N. J. 





Rotary Wall Cabinet 


A Rotary Corner Wall Cabinet 
has been added to the Youngstown 
Kitchens line. Three circular 
shelves, each 22” in diameter, holds 
dozens of cans, bottles, packages or 
dishes which can be brought to the 
front with the flick of a finger. 
The shelves are welded to a center 
post which turns on a ball bearing. 
An upturned flange on each shelf 
keeps items from falling. Door of 
the cabinet is gently curved, fol- 
lowing contours of the shelves. The 
cabinet measures 25” along each 
wall and is 30” high. Write Mul- 
lins Manufacturing Corporation, 
Dept. AL, Warren, Ohio. 





Propane-Butane Fueled Trucks 


The motor truck division of In- 
ternational Harvester Company has 
introduced, for the first time in 
motor truck history, factory-built 
liquefied-petroleum-gas-powered en- 
gines as Underwriters Laboratories 
listed equipment on trucks, W. K. 
Perkins, manager of motor truck 
sales, announced. International’s 
new LP-gas (propane-butane) en- 
gines are optional on all Interna- 
tional truck models equipped with 
the company’s heavy-duty Super 
Red Diamond engines. The new 
LP-gas-powered models include the 
LP-185, LP-195, and LP-205 Road- 
liners, and all other models in the 
L-185 through LF-210 series. Mr. 
Perkins said, “We feel that in mak- 
ing these Underwriter-listed power 
plants available to truck owners we 
are making an important contribu- 
tion to the transportation field. 
There are a number of benefits in 
operating efficiency and costs to be 
derived from using the economical, 
high-octane fuel.” Write Interna- 
tional Harvester Comany, Dept AL, 
180 N. Michigan Ave., Chicago 1, 
Ill. 
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THE NEW 
WOOD FINISH 


WATERLOX 
SATIN | 
FINISH 


A Coating That Provides 
A Really Soft Finish 
On Any Wood Surface 


Waterlox Satin Finish is a tung oil 
product recently introduced to coat floors, 
panels and wood trim with a wax-like 
luster that is satiny in appearance. With 
its tung oil base, this Finish has the tough- 
ness and durability and the ability to seal 


out moisture. 


Waterlox Satin Finish gives the appear- 
ance of a high gloss Finish rubbed to a dull 
Finish without all the work and material 
normally required. 


Get complete details. Write to: 


WATERLOX | 


DIVISION OF 
‘The Empire Varnish Co. 
2636 E. 76th St, Cleveland 4, Ohio 
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Deal yourself in 

on the big market 

for lightweight aggregates 
Cee 





... PERMALITE 
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right product 


Lightweight aggregates are being used more and 
more in all types of new construction and remodeling. 
Permalite, the leading perlite aggregate, is filling a 
big share of that demand. You can easily see why: 


It makes better plaster — and insulating concrete. 
Has uniform quality — sharp, insulating, fire resistant. 
Packed in easily handled 4 cu. ft. bags. 


Contains no water — cannot freeze. 
@ Carries “UL’’ approval — accepted by building codes. 


@ ADVERTISED AGGRESSIVELY to architects, builders, 
contractors, plasterers. 


In lightweight aggregates, Permalite is your best bet. 
It’s tops in quality. It’s nationally known. It’s in 
demand. Want to know more? Write us—GREAT LAKES 
CARBON CORPORATION, 18 E. 48th St., New York 17, 
N. Y. Dept. 25-2. 


Permalite 


THE LEADING PERLITE AGGREGATE 


A Building Product of Great Lakes Carbon Corporation 
and its Exclusive Permalite Licensees 


‘ 
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PALLETIZED 
~ FLOORING 


‘NOFMAl 


A HARCO Palletized 
Unit of oak flooring, Select 
grade, contains 69 bundles 
— approximately 750 
board feet. With a fork 
lift you handle these 69 
bundles as a single unit— 
in Ome operation. You 
unload and warehouse an 
average car in about four 
man hours! 

Compare this with the 
same size shipment loaded 
the conventional way. For 
every 750 board feet, you 
handle 69 bundles—69 op- 
erations instead of one. It 
requires about 16 man 
hours to unload and ware- 
house the car. 

Here is labor economy 
you cannot afford to over- 
look—a 25% saving in 
man hours for every car of 
flooring you buy! 

In addition, HARCO 
Palletized Units permit 
more efficient utilization of storage space, and reduce loss from 
damage and pilferage. Send today for illustrated folder with detail- 
ed information about this new, modern way to buy oak flooring. 


© HARCO Palletized Units contain bundles from 2° to 7’. 
The longer lengths, necessary to meet “average length” 
requirements of each grade, are loaded in car with units. 


QUICK © ECONOMICAL © COMPACT ® SAFE ® NEAT 


EACH-MAY- WILSON, INC. 


Rene Ge + TEM N E£ S SE CE 








New Chisel 


The Winsted Edge Tool Works, 
Winsted, Conn., manufacturers of 


fine chisels since 1827, is introduc- 
ing a moderately-priced high grade 


pocket chisel for carpenters, elec- 
tricians, home handymen, wood 
working classes and craftsmen of 
all kinds. The chisel, distinguished 
by its rich red handle made of Ten- 
ite II plastic, has a blade made of 
a special analysis crucible steel. 
Long life and extreme sharpness are 
two of the main advantages of the 
Woodchuck. Another advantage is 
the thin tapered blade. The Wood- 
chuck blade has a concave taper 
which maintains the _ thinness 
further up the blade. The Wood- 
chuck is made in 3%”, 14”, 34’, 1”, 
144” and 114”, packed six to a box. 
There is also available a display 
carton and a handy plastic roll, 
each of which contains three pop- 
ular sizes: 4%”, 34” and 1”. The 


plastic roll is equipped with grom- |7 
mets to facilitate hanging over the | 
work bench. The Witherby Wood- 
chuck is fully guaranteed. Write 
John H. Graham & So., Inc., Dept. 
~~ Duane St., New York 8, 





"Make Room for Tomorrow’ 


Wood Conversion Company, m:n- 
ufacturer of Balsam-Wool insuia- 
tion and Nu-Wood interior finishes, 
is now offering the first showirgs 
of its new full-color film “Make 
Room for Tomorrow” which stars 4 
lumber dealer and a contractor who 
help a typical American family find 
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re room in their home. The 
novie filmed in Hollywood by direc- 
George Carillon features the 
itertaining “Crumworthy Family.” 
howings can be arranged by writ- 
ix Advertising Department, 120- 

Wood Conversion Company, 
‘st National Bank Building, St. 
«ul 1, Minn. 
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ah Hasko Nova Roller Door 








Op- | A new roller door has entered the ERE’S A SALES AID that will do a job for 
“he packaged field with the advent of = * > | H you on Pennvernon Window Glass. It 
m- the Hasko Nova Roller Door. A = Pennvernon 1; has everything—size (11” x 12”), colorful eye- 
the | complete package, with all hardware Ls} MINDOW GL ag appeal and attraction-compelling illumina- 
od- installed, the unit has two revolv- MIS tion. It’s made of metal in red and purple, 
ve ing roller guides operating in an with a glass face and glowing red plastic 
pt. accurately machined head track that bands at top and bottom. 


, do away with overhead track. The 
weight of the door is supported by 
tw) vuleanized rubber rollers run- 

| ning on the finished floor, thus doing 

} awry with floor tracks. Long life 

| anc’ trouble-free performance are 


This sign is ideal for your windows, counters, or 
it may be hung on your wall. Anywhere you place 
it, it’s a wonderful reminder to your customers to 
buy Pennvernon—the window glass that’s recog- 
nized nationally as ‘‘window glass at its best’’—to 
repair a broken pane or fix up their storm sash. 





ra pe sen prot yd’ — Make sure that you display this Pennvernon 
pe son ypatence aa install the Illuminated Sign prominently. You’ll find it a good 
whole unit in about 30 minutes. bet in helping you step up your Pennvernon Win- 
The doors are light, strong, warp- dow Glass sales. 
> res'stant, hollow-core, flush Hasko Your local Pittsburgh Plate Glass Company 


branch or jobber has all the facts. Get in touch with 
him right away. And ask him, too, about the many 
other sales and profit-producing helps available to 
you for promoting Pennvernon Window Glass. 
Pittsburgh Plate Glass Company, 2017-2 Grant 
Building, Pittsburgh 19, Pa. 


mo:lels that come in a wide variety 
of «hoice woods. Two styles and a 
| complete selection of standard 
| widths are offered to fit any normal 
Passageway, closet or opening in 
| the house. The passageway model 
) slides easily into the wall pocket 
ge in the complete packaged 
unit; the larger model for closets 
= is divided into separate panels that CHIWET HOV -wind 7 / 
| a slide back and forth the length of Ww glass at us best: 
oie f the frame exposing every corner 
a of the interior. Special sizes on 
a order, Write Haskelite Manufac- 


“nd turing Corporation, Dept. AL, PITTSBURGH PLATE GLASS COMPANY 
| Grand Rapids 2, Mich. 





PAINTS © GLASS - CHEMICALS - BRUSHES - PLASTICS 
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Coralux Perlite Aggregate 


The F. E. Schundler Company 
has just issued a case history report 
on the use of Coralux Perlite Ag- 
gregate in the construction of the 
Catholic Church at Marseilles, Ill. 
For this new concept in construc- 
tion methods, Coralux (Perlite Ag- 
gregate) was used to obtain maxi- 
mum efficiency from the “Perimeter 
Heating” installation—one of the 
newest types of heat distribution. 
Reasons for using: “In order to in- 
sure maximum insulation around 
perimeter heat pipe it was neces- 
sary to have at a minimum 3” of 
efficient, constant insulation that 
would retain continuous form 
around the pipe. Only Coralux 
could do this economically.” For 
summarization of this report, write 
F. E. Schundler & Co., Inc., Dept. 
AL, Joliet, Il. 










PEN-GLAZE 
Elastic Glazing 


ECONOMICAL TO USE 
EASY TO APPLY 
LONG LASTING 


Type I—for Wood Sash 
Type 2—for Metal Sash 














Pen-Glaze goes on easy and 
sticks tight...speeds sash work 
and saves on compound. 


A Trial Sample! Ask for it on 


FREE 


your company letterhead! 


W. S. McGUFFIE & Co. 


3400 THEURER CT., CLEVELAND 9, OHIO 
1109 WAGNER ST., HOUSTON, TEXAS 
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Automotive Enamel Line 

Bruning Brothers, Inc., has added 
a newly perfected 1001 Automotive 
Enamel to its industrial paint line. 
The new enamel is said to be an ex- 
ceptionally efficient paint for in- 
terior or exterior use on construc- 
tion equipment, trucks, trailers, 
farm equipment and industrial use 
wherever durability is of impor- 
tance. A special manual prepared 
for dealers describes the paint film 
of 1001 as denser . . . the colors are 
livelier, more permanent and the 
high gloss lustre remains in the 
face of extraordinary exposure and 
abuse. Bruning’s 1001 Automotive 
Enamel can be applied by either 
spray or brush. The new 1001 is 
reinforced with pure Alkyd Resin 
for added washability and durabil- 
ity. At present, it is available in 
the popular standard truck and 
tractor colors, as well as black and 
white. Write Bruning Brothers, 
Inc., Dept. AL, 4029 E. Chase, Bal- 
timore, Md. 





New Merchandising Aids 


A complete new line of merchan- 
dising aids is presently available 
to all Roxbord dealers and distribu- 
tors for the spring and summer 
redecoration season. Among these 
aids is a 56’ x 23” metal framed 
floor display. The display consists 
of three panels of Roxbord—each 
panel being enhanced on top and 
bottom with contrasting colors of 
cap and base. The display is topped 
off with an “eye catching” metal 
poster, silk screened in four attrac- 
tive colors. There is also a collapsi- 
ble pocket which can be used for 
sample chips or booklets. Write 
Roxdale Building Products, Dept. 
AL, 2916 White Plains Rd., New 
York City 67, N. Y. 





New Instrument Panel 

Clark Equipment Company an- 
nounces all of its gas-powered Car- 
loader and Clipper Model Fork 
Trucks are now equipped with a 
newly-designed instrument panel in- 
cluded as standard equipment. This 
panel is attached to the steering 
column directly in front of the 
driver insuring excellent visibility 


at all times. The panel includes fuel, | 


temperature and oil-pressure 
gauges, ammeter, ignition switch, 
horn and Mico brake control fuses 
and starter button. The Mico brake 
push button is located on the back 
side of the panel. Space is also 


provided for the installation of a » 
Hobbs Hour Meter as extra equip- © 


ment when required. The dial in- 


struments are set in a black en- 7 
ameled steel frame and are protected © 
The entire | 


by thick glass faces. 
assembly is encased in a sturdy 
metal box for complete protection. 


All connecting wires running from | 
floorboard to panel box are housed | 
in a steel channel attached to the © 


mounting plate. In case of altera- 
tion or repair, the panel box may 
be easily opened or the entire 
mounting may be removed. Write 
Clark Equipment Company, Dept. 
AL, Industrial Truck Division, Bat- 
tle Creek 40, Mich. 


Floor-Patching Material 


A brand new floor-patching ma- 
terial called Permamix is said to 
incorporate many new features not 
included in any other similar prod- 


uct now on the market. Permamix | 


can be used on any present-type 
flooring, and is ready for instant 
use, in doors or out, just as it comes 
from the container. There is noth- 
ing to add or mix. The product will 
not freeze; it can be stored in- 
definitely and used in any tempera- 
ture. 
instantly. 
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It is also reported to set | 
In the application of | 


Permamix there are just three | 
simple steps to follow: first clean | 


hole to be patched and _ spread 
primer supplied in drum; second, 
fill in with Permamix, and third, 
tamp solidly and dust with cement 
or floor dust. Resume traffic at 
once. For descriptive folder write 
Permamix Corporation, Dept AL, 
228 N. LaSalle St., Chicago, II! 
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Molly Screw Anchors 


With Molly you can fasten any- 
thing and do it quickly, neatly and 
safely, as this screw anchor forms 
its own backing and will not pull 
through. It will hold fixtures se- 
curely to floors, ceilings, or any hol- 
low wall construction such as lath 
and plaster, wallboard, plywood, 
hollow tile, building block, ete. 
Once installed, anchor is perma- 
nent, and fixtures can be removed 
and replaced easily by using the 
screw. Ideal for mounting fixtures 
on walls that are periodically refin- 
ished. With Molly you can install 
light machinery, fuse boxes, con- 
trol boxes, shelves, signs, cabinets, 
etc., to floors, ceilings, hollow build- 
ing blocks, or even metal walls. The 
Screw Anchors form their own 
“spider” backing which makes a 
strong, secure mounting in any type 
hollow wall. Molly Screw Anchors 
can be had in various sizes. For a 
safe, secure installation, be sure to 
select a (sleeve length) in compari- 
son to the thickness of the wall, and 
a ‘bolt size) in accordance with the 
weight of the fixture to be mounted. 
Descriptive literature is available. 
Write Molly Corporation, Dept. AL, 
Reading, Pa. 





New 21-Inch Cut Model 


Vollrath’s new power lawn mower 
has a “21-inch” cutting blade. The 
Incorrect size was given in the 
January 14 issue. Write Vollrath 
Co., Dept. AL, Sheboygan, Wis. 
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Self - installation : 
of flooring by home owners 
is booming..make the most of it! 


When your customers come in to buy paint, siding and other 
“fix-up” items for their homes, why not suggest that they install 
new flooring, too? 


Point out that B. F. Goodrich extra-quality, moisture-resistant 
Asphalt Tile is extremely durable, that its precision-cut corners and 
edges make it easy to fit, that its low cost makes it suitable for even 
moderate budgets. 


In order to help you sell more Asphalt Tile, B. F. Goodrich now 
offers new, convenient “Self-Installation Kits” containing all tools 
and instructions needed by your customers for installation of Asphalt 
Tile. Order “Kits” today from your B. F. Goodrich distributor. 







For descriptive, colorful literature, 
write Dept. L3, B. F. Goodrich Co., 
Flooring Division, Watertown 72, 
Massachusetts. 






RUBBER TILE - ASPHALT TILE - VINYL PLASTIC TILE - RUBBER COVE BASE - ACCESSORIES 














New Floor Tile 


Aristoflex is a new vinyl-plastic 
floor tile that can be installed on, 


above, or below grade. It is avail- 
able in 9x9 tiles of standard-gauge 
or 4%” thicknesses. Impervious to 
petroleum solvents, oils, greases, 
alkalis and household acids, it is in- 
stalled using the same materials 
and procedures as asphalt tile and 
is available in 11 sparkling colors. 
Write Mastic Tile Corporation of 
America, Dept. AL-31, Newburg, 


N. 


Double Duty Cutter 


A new metal tile cutter that will 
cut and bevel in one operation has 
been introduced by the J. M. J. 
Products Company. Quick and easy 
to operate the MPT-1 can be used 
on all metal tile. The combined 
cutting and beveling feature saves 
much time on the job. This out- 


standing cutter will cut and bevel 
a square piece of standard field tile 
diagonally into two triangular 
pieces ready for use. Waste is 
thereby eliminated. All-over mag- 
nesium construction results in the 
cutter being light, portable and 
easy to use. Its accurate gauge 
system and cutting blades of high- 
est quality steel require practically 
no maintenance. The J. M. J. Prod- 
ucts Company also manufactures 
the FT-1 resilient floor tile cutter 
and the PT-91 plastic wall tile cut- 
ter. Write J. M. J. Products Com- 
pany, Dept. AL, Belleville, Ill. 





Mengel Mahogany 
Veneer Film 


The Veneer Department of The 
Mengel Company has recently pro- 
duced a magnificent sound - slide 
film—in full color—which shows 
with actual photographs where the 


world’s finest Mahogany comes 
from; and how it is felled, proc- 
essed and sliced into rich, love), 
veneers. It is instructive, entertain - 
ing, and particularly interesting io 
anyone engaged in woodworkin:, 
or in the fabrication of wocd 
products. Running time is ex- 
actly 20 minutes. In photo shov- 
ing one of the slides, Gil Brown «f 
The Mengel Company is examining 
a piece of Mahogany in the heart 
of the firm’s logging concessions in 
West Africa. Each Mengel Di:- 
trict Sales Representative has the 
film—and all necessary equipment 
—and he will be glad to arrange a 
showing without obligation. Write 
the Advertising Department Al, 
The Mengel Company (Veneer Di- 
vision), Louisville 1, Ky. 


"W onder-|-Coat" 


American paint distributors ex- 
pect the largest volume of sales in 
history this year, J. Harold Kol- 
seth, vice-president in charge of 
all Trade Sales Divisions of Devoe 
& Raynolds Company, Inc., reported. 
This statement was made after com- 
pleting a series of Devoe sales meet- 
ings from coast to coast to intro- 
duce a new one-coat house paint, 
““Wonder-1-Coat.’”’” With owner-oc- 
cupied dwellings running to an all- 
time high, Mr. Kolseth quoted dis- 





in Donley literature. 


booklet. 


13928 Miles Avenue 





INCINERATOR 


. . . is the Real Answer 


Cheap gas for home heating is bringing a disposal problem for 
a great number of households that, under previous conditions, would 
have burned refuse in the coal furnace. . . For new homes, this cre- 
ates an imperative need for a dependable incinerator built in with 
hopper door in the kitchen. For the older home that has converted 
to gas, there are several types of incinerator solution, all described 


Give your mason customers the added service of Donley Incinera- 
tor parts, Donley plans and instructions. Eight specifications provide 
for everything from small cottage to large apartment or industrial 
plant. Donley hoppers, grates, doors, gas burners, etc., are of ad- 
vanced and practical design, with dependable quality. Write for 


THE DONLEY BROTHERS COMPANY 


Cleveland 5, Ohio 
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es | t:ibutors as predicting a volume for 


o- | products used both in maintenance . 
ely | and repaint work. As a money r or SiZe 
in- | saver for maintenance work, Dr. * 


S. Long, chemical director of 


w, B the , cited th D 

| camm.Giel gees | | UST ONE SHEET 4 FT. x12 FT. GIES ¥OU 

tic der-1-Coat f tita- 
pote Ming wher ic ase 432 4 IN. & 4 IN. TILES | 
ilts in double the hiding power of 


i dinary paints,” Dr. Long revealed. AND NO PREMIUM FOR SIZE. | 


‘This new paint makes it possible 


i apply a film 4 mils thick with nor- ® 1) eet 
}S- mé Yi -Sleé j ° 
; mal wrist-slap action. The normal \w Lib i 4) 


3 i 














he paint film is 2 mils thick, so natur- 
ait | ally one coat of this better paint 
>a — vives two-full-coat beauty and pro- 
1e tection. Use of this paint cuts la- 





— 


or time almost in half, The painter 
‘an quote lower prices, handle more : 
jobs and increase his profits while | 
the homeowner who does his own | 


Di- 











painting saves on both labor and —+- | 
materials.” Write Devoe & Ray- a HES : hat \ : + 
nolds Company, Inc., Dept. AL, 787 
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Electronic Door Control Jive sing e — lines t 
The Sedcon Electronic Door Con- rtarlin h nd to 
trol, for automatic opening of over- ed Cffec; 
head garage doors, has a patented 
track and confined chain drive which 
is said to assure quicker, smoother, 
| more powerful action. J. N. Mc- 
Ninch, Sedeon president, reports eS 
that “in the Sedcon control, the 
basic parts used in raising and 
I vering garage doors are free from SUPERLITE PREFINISHED WALLPANELS are %” thick, available in sheet sizes 4 ft. 
, ce we eee BD gos — Ba wide, and from 4 ft. up to 12 ft. long. Finished four ways: solid colors, tile design 
Wear and tales. th abtien. Oe (4” x 4° square), Leveline (horizontal lines on 8” centers) and in Leatherwood 
Sedeon motor never starts under (a grained leather effect), in four colors and in one sheet size: 4 ft. x 8 ft. 
a full load. The switching mech- 
anism turns on the power and the f 
unit then moves on its mount, giv- Die 
ing chain drive its initial impetus, Gr 
thereby reducing wear on motor.” i Mad, 
Another feature of the Sedceon unit PLAIN TILE EFFECT LEVELINE LEATHER WOOD 
is its safety control. Door motion 
is automatically stopped if door oF ARID €3 
} comes into contact with any ob- 
} struction when opening or closing. 5 PREFINISHED 
' It reverses its direction automat- WALLPANELS 
ically when starter button is again 
pushed. The Sedcon unit is avail- 
able in either remote control, with Manufactured by 
control starter located on car dash, 
he ts co ne cee SUPERIOR” WALL PRODUCTS CO. 
Dealership applications are in- 4401 N. American St., Philadelphia 40, Pa. 
vited. Write Sterling Electronic 7 | d des” 
| Door Control Corp., Dept. AL, or nearly two decades 
__} § Sterling, Il. 
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Frameless Aluminum Screens 


Columbia Mills presents its win- 
dow screen and combination storm 
window as “a very thrifty pur- 
chase for the homeowner.” It can 
be bought as a combination, or 
screens can be bought now and 
the storm window panels later. 
Officials point out that screens are 
transformed into completely satis- 
factory storm windows at com- 
paratively small cost, and the 
transition is made very easily. The 
screen mesh is just slipped out of 
top and bottom rail and Columbia’s 





flexible, unbreakable plastic panels 
put in. The frameless screen is 
easily installed from the inside, and 
window is washed without remov- 
ing the screen. When unlocked, 
screen is flexible and free to swing 
outward. The entire Columbia- 
matic screen including top and bot- 
tom rail, is aluminum. A sturdy 
locking lever holds it at proper 
tension. In fact this exclusive in- 
side-tension grip design also acts 
as an extra safety measure against 
burglars. Descriptive literature for 
consumer and dealer is available. 
Write The Columbia Mills, Inc., 
Dept. AL, 428 §S. Warren St., 
Syracuse 2, N. Y. 








Two New Molded Tile Pieces 


A-1 Plastic Molders, Inc., an- 
nounces two new molded-tile pieces, 
making 14 instead of 12 that are 
now available. The manufacturer 
reports that with these two new 
pieces, the Bullnose Cap and Bull- 
nose Outcorner, a complete plastic 
all-tile installation can be offered. 














EASIEST TO SELL 
All YEAR ’ROUND 





.. always profitable! 









WATERPROOF 
SISAL- REINFORCED 
PROTECTIVE PAPERS 
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NEW YORK 17, N.Y. bd 


SISALK RAFT: The BEST BUY in pro- 
tective paper is the BEST SELLER! Immediate de- 
liveries suggest it’s a good time right now to stock 
up for the demand tomorrow. 

You can tie in the sale of SISALKRAFT with 
many other materials, for protection on the job. 
For instance, with every sale of cement, suggest 
SISALKRAFT for curing and protection. Lumber, 
aggregates, etc., also need this protection on the job. 

For every farmer who comes into your yard, 
SISALKRAFT has many uses. Talk up ALL the 
applications. Display rolls of SSSALKRAFT. You'll 
sell more. 


Stock it in widths of 36”, 48”, 60” 
72”, 84”, 96” . .. all popular. 


SISALATION: The modern low-cost re- 


flective insulation and vapor-barrier combined. 
Stock it now in 36” and 48” widths. 


NATIONALLY ADVERTISED to help create sales for you. 


FOR FREE SAMPLES, POSTERS, AD MATS and 
LITERATURE Write Dept. AL2. 


THE SISALKRAFT CO.., 205 W. Wacker Drive, CHICAGO 6, ILL. 


SAN FRANCISCO 5, CALIF. 


The necessity for metal or rubbe: 
substitutes is eliminated. Also ne\ 
to the Tilemaster line are six ne\ 
colors . . . Sunlight Yellow, Bu:- 
gundy Marble, Olympic Gray, Foam 
Blue, Coral Marble and Foam 
Green. This brings the total nun.- 
ber of tested uniform colors offere: 
by Tilemaster to 32 ...Solid... 
Pastel ... Marbelized . . . Pearl - 
scent. Write A-1l Plastic Molder:, 
Inc., Dept. AL-12, 1415-21 Diversey 
Pkwy., Chicago 14, Il. 





Pliobond Now in Tubes 


Goodyear Pliobond, now available 
in tubes, reportedly “Bonds Any- 
thing to Anything.” It permanently 
joins metals, china, ceramics, plas- 
tics, plastic and photographic films, 
glass, vulcanized rubber, paper, fab- 
rics, concrete, wood, plaster board 
and wall tile to themselves and to 
each other. Pliobond has_ been 
widely used in industry in many 
applications. It doesn’t become brit- 
tle; it stays flexible permanently; 
is highly resistant to oil, gasoline, 
chemicals and water. Pliobond is 
also available in two sizes with the 
handy brush-top bottles and in '% 
pint, pint, quart and gallon cans. 
Write W. J. Ruscoe Co., Inc., Dept. 
AL, Akron, Ohio. 





& 


New Ashaway Handy Tye-Cord 


Ashaway Line & Twine Man 
facturing Co. has introduced a ne‘ 


Vv 


heavy-duty cord for all-purpose iii- 
door and outdoor use. Trade-named 


Ashaway Handy Tye-Cord, the ne. 
product is specially braided fro: 
high tenacity Du Pont Cordur 


Reg. U. S. Pat. Off. It is water 


v 
n 
lL. 


proofed, extra strong, smooth and 


supple, knots firmly and handl: 
easily. Outstanding feature of ti: 


item, however, is its special paci 


S 


e 


aging on a patent-pending wooden 
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winder with its own cutting edge 
attached. This edge is designed to 
cut a length of cord and secure the 
loose end to the winder in one mo- 
tion, eliminating the need to hunt 
for knife or scissors, and also dis- 
pensing with knots and tangles on 
the hank. Ashaway Handy Tye- 
Cord has countless application. It 
is available in 50-lb. test size, 250 
feet to the winder; or in 100-lb. 
test size, 150 feet to the winder. It 
is packed in a special dispenser dis- 
play carton, 12 winders to the car- 
ton. Write Ashaway Line & Twine 
Manufacturing Co., Dept. AL, Ash- 
away, R. I. 


1952 Kitchen Fans Redesigned 


The Berns Air King line of built- 
in kitchen fans for 1952 emphasizes 
modern styling along with many 
new engineering features which 
provide easier installation, simpli- 
fied maintenance and improved per- 
formance. An outstanding model, 
for ceiling or side-wall mounting, 
measures only 34%” deep overall. 
An adjustable frame fits between 
16” studs or center joists for easier 
installation anywhere in the kitchen. 
The unit also incorporates a blower- 
type blade which maintains high air 
exhaust volume in long ducts. The 
chrome or white enamel grill can 
be removed merely by unscrewing a 
handy center knob—no tools are 
required. Berns Air King’s fully 
automatic and pull chain kitchen 
fans also have the same grill and 
construction features as the ceiling 
model. The fully automatic fan is 
wall switch controlled—eliminating 
any rods or chains. For folders de- 
scribing all three models, write 
Berns Mfg. Corporation, Dept. AL, 
~ N. Rockwell St., Chicago 18, 





Heavy-Duty Stock Gate 


Clay Equipment Corporation 
nakes this new extra-heavy duty 
tock gate especially for farm use. 
in addition—it is designed to take 
he abuse of bull pens, stock yards, 
‘eed lots, corrals, etc. The gate 
nas no woven wire. Six heavy steel 
bars—3,p”” in diameter are used in 
place of wire. Clay Equipment 
Corporation guarantees the gate 
unconditionally for three years no 
matter how it is damaged. This 
stock gate uses no barb wire and 
has no sharp edges to injure cat- 
tle, or cut cow tails. Rings are 
34” steel and three of them hold 
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FLETCHER 





“10-second 
blade change” 


This is a splendid sales feature. Demon- 
strate to your customers how quickly and 
easily the blade drops out by giving the 
knurled nut a slight turn. 


Demonstrate also how a standard blade can be 
off-set for scraping close to a vertical surface. Your 
customers will appreciate these practical features. 
They will also appreciate the special FLETCHER 
Blades . . . the extra long blade, and the serrated 
blade for removing paint or varnish and for rough- 
ing a surface. 


Perhaps they don’t know FLETCHER Wood Scrap- 
ers are made in five models and range in size from 
1” to 214” (blades up to 3”). And if they want a 
real craftsman’s tool they will buy the No. 300 all 
metal wood scraper. There is a FLETCHER model to 


fit every job. 


Ask your jobber about the FLETCHER assortments 
that give you a small but complete stock of all mod- 
els, and also a bonus in profit. You have a choice of 
two assortments. 


SELL BLADE BOOKS 


and keep customers 
coming back regularly 


FLETCHER Scraper Blades are pack- 
aged in blade books for easy handling, 
easy storage and easy sales. Packaged 
two to four blades per book depend- 
ing on the blade size. 





Attractive displays like the 
above are included with as- 
sortments. They help you sell 
more merchandise. 


THE FLETCHER - TERRY COMPANY 


592 SOUTH STREET FORESTVILLE, CONN. 
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when you sell 


EZ-WAY 


FOLDING STAIRWAYS 











Get your share of the remodeling market! 
Builders and home owners alike find EZ-WAY 
Folding Stairways the practical way to con- 
vert waste space into attractive dens, play- 
rooms, bedrooms and storerooms . . . the 
pares answer to more room for living! 

Z-WAY Folding Stairways come completely 
assembled, jamb included, panel attached for 
easy installation. 


WRITE FOR NAME OF NEAREST DISTRIBUTOR) 


EZ-WAY SALES, Inc. 


Ours. ’ at aime 





CONSUMERS 
SPACKLING COMPOUND 


FOR REPAIRING 
HAIR-LINE CRACKS, HOLES 
IN PLASTERED SURFACES 
For pre-painting preparation—the 
smooth way to ‘“‘crack-proof” plaster 
walls, seal open joints and cracks in 
woodwork, fill nail and screw holes, 
smooth rough wallboard, cover checks 
and knots in wood. Can be sand- 
papered to velvet finish. Will not shrink 
or fall out. Available in 1, 5 Ib. cans; 
100 Ib. drums; 300 Ib. drums. 


Order from your wholesaler. 


CONSUMERS GLUE CO. 


1515 N. HADLEY ST. $T. LOUIS 6, MO. 
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the gate to the post. As with all 
Clay gates, the stock gate clears 
the ground by tilting action if the 
post sags. At the same time, the 
outer end can be lowered if the 
post pulls back. The gate is made 
of high-carboned steel tubing frame 
in the standard sizes of 10’—14’ 
16’—18’. Write Clay Equipment 
Corporation, Dept. AL, Cedar Falls, 
Iowa. 


Color Blend Putty Stik 


This Putty Stik fills a long-felt 
need for use on pre-finished ma- 
terial, or after conventional finish- 
ing methods. Finish first . . . putty 
last . . . no putty knife... no 
sanding ... won’t stain . . . won’t 
shrink. Simply select the proper 
shade of Putty Stik, then rub into 
the nail holes after conventional 
finishing methods, Putty Stik color- 
blends the nail holes . . . you can’t 
see them in the finished job. It also 
eliminates blemishes in beautiful 
woods. There are seven shades to 
blend with popular natural wood 
finishes. A descriptive folder is 
available. Write Forest Interiors 
Manufacturing Company, Dept. 
AL, 1733 Westlake Ave. No. 
Seattle, Wash. 





The ''Riviera’ 


This new addition to the Craw- 
ford Marvel-Lift Door line is the 
attractive “Riviera.” The new model 
is now in volume production in all 
of the Crawford Door Company’s 
major wood fabricating plants 
throughout the country. Structur- 
ally, the “Riviera” differs from 
conventional garage doors in that 
it has five narrow sections within 
the door height usually occupied 
by four. The narrow sections with 
their crisp moldings enclosing long 
horizontal panels produce a very 
pleasing effect of length and low- 
ness. The new “Riviera” is made 
in a complete range of sizes for 
single and double garage openings 
and is equipped with the exclusive 
Crawford Marvel-Lift Mechanism, 
reputed to assure fingertip opera- 
tion in even the widest models. 
During fabrication, individual sec- 
tions undergo the Crawford Magi- 
Cote Process treatment, a three- 
minute complete immersion in pen- 
etrating liquid preservative. Write 
Crawford Door Company, Dept. AL, 
91-401: St. Jean, Detroit 14, Mich. 





Lustrewood Hardboard 


Lustrewood is a very attractive 
and correct dress for walls, panels, 
partitions and ceilings. It is highly 
decorative, but if extra finish is 
desired, liquid or paste wax may 
be used, or clear or tinted lacquer. 
This processed, prefinished hard- 
board is decorated with the beauty 
of simulated wood grain patterns. 
It can be sawed, drilled, planed, 
routed, shaped, or punched, and 
can be laminated to other materials 
by simple methods. The product 
may be used as new installation 
over 12” or 16” studding, or ap- 
plied over existing worn or shabby 
walls. It comes in birch or natural 
mahogany, packed in _ easy-to 
handle packages, Moldings, borders, 
dividers, valances and trim are 
also available for achieving artistic 
effects. Lustrewood can be washed 
with soap and water, waxed and 
polished. The high density of the 
board is said to make it unusually 
resistant to dents, scuffs and abra- 
sion. For specifications sheet and 
descriptive literature write The 
Lustrewood Process Company, 
Dept. AL, Bristol, Conn. 











Mew Units Added 


This new folder shows an ex- 
pansion of the Nu-Style Cabinet 
line which now makes it possible 
to order Nu-Style Cabinets for 
every room in the home. Bilt-Wel! 
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TRIM-KILT Packaged Window and Door Trim 
SAVES... TIME 


MONEY 
WASTE 


It eliminates waste because there is no cutting waste 


TS RR gE ———E 
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, Firpine also manufactures and no loss of material. Trim-Kit is architecturally 
‘ viol "ie ae a correct in design. Accurately and smoothly machined. 
d Chie, ween deen ott It cuts handling costs plus lower overall cost. Made 
work, mouldings, cut stock and of clear, sofi-textured Ponderosa Pine. It saves distri- 
. apeteny Same. bution time because Trim-Kit is easy to stock and to 
‘ inventory. Horizontal members in one package and 
4 vertical members in another package. 

, Contact your jobber. Trim-Kit is sold through recog- 
. nized jobbers only. 

“ ad OUR MOTTO: "If it's made of wood, We sell it.” 


Propucts COMPANY 
P. O. BOX 188 — OSWEGO, OREGON 
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1e IF EVER THERE WERE A TIME... 
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WHEN has the farm market ever been bigger 
. or more responsive? When has the need 




















. this is it. The time is here 


opportunity . . 
and now! Rilco just naturally fits in with up- 








BuriLtpING Propucts MERCHANDISER 


for practical, efficient farm buildings ever 
been greater? When have savings in construc- 
tion time and labor ever been more attractive? 
That’s why we say ... if ever there were a 
time to cash in on a ripe and ready sales 


WORKS WONDERS WITH WOOD 


to-the-minute building plans of modern farm 
or commercial structures. 

Sell the advantages of Rilco construction. 
Let your nearest Rilco representative tell you 
without delay. 


more... 






2521 First National Bank Building, St. Paul 1, Minnesota 


‘ 
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Nu-Style and Multiple-Use Cabi- 
nets are designed to fit any area 
and meet any storage require- 
ments. They are particularly good 
items for remodeling homes and 
apartments. These sectional units 
can be added in kitchens as cup- 
boards, in bedrooms as wardrobes, 
in bathrooms as linen cabinets, 
in nurseries for storing toys, in 
basements, offices, etc. Here are the 
new additions to the line: four- 
drawer lower unit in 30 and 36” 
width, upper cabinets 45” high in 
widths of 3” modules from 15 to 
42”, a corner-angle unit, 18” 
wide; and a new 42” lower unit 
that is used for turning corners. 
Copies of new folder are now 
available. Write Carr, Adams & 
Collier Company, Dept. AL, Du- 
buque, Iowa. 





a ~ 


New Berry Door 


Incorporated exclusively in the 
new Berry Door is the Diagonal 
Grid Design based on the use of 
lightweight, narrow structural re- 
inforcing sections. The diamond- 
shape feature of Grid Design en- 
ables the new door 8 x 7 panel to 
support a load of 50 lbs. on any cor- 
ner without serious deflection. All 
critical points in the door are 
double spot-welded. The grooved 
panels are riveted to the steel 
frame. All the forces which permit 





the Berry door to lift at the touch 
of a finger, are contained within 
the steel channel carrying the en- 
tire mechanism, The springs are 
mounted on brackets on the chan- 
nel. The assembly is simply lagged 
and screwed to the jamb as a unit. 
There is no tension on the fasten- 
ings other than the dead weight of 
the door, The Berry Door line in- 
cludes a complete line of garage 
doors; standard 8 x 7 canopy and 
track types; 9 x 7 canopy and 
track types. For discriptive folder 
write Steel Door Corp., Dept. AL, 
360 South Jessie St., Pontiac, 
Mich. 














New Roof Coating 


A new asbestos-aluminum coat- 
ing for roofs which is reputed to 
lower under-roof temperatures from 
10 to 20° is announced by Para- 
mount Industrial Products Co. 
Known as Paramount Aluma-Seal, 
the new roof coating reflects sun 
rays instead of absorbing them as 
do black roof coatings. The manu- 
facturer reports this same feature 
of reflecting sun rays also retards 
the drying of waterproofing oils, 
thus prolonging roof life. Made of 
asphalt, asbestos and waterproofing 
oils doubly pigmented with alumi- 
num, Aluma-Seal combines the pro- 
tective and preservative qualities of 
the finest roof coating with the in- 
sulating and attractive appearance 
features of aluminum. Aluma-Seal 
is said to withstand all extremes 
of heat and cold without cracking 


or wrinkling, and is highly re- 
sistant to industrial vapors, gases 
and fumes. It can be applied by 
either brushing or spraying. Write 
Paramount Industrial Products Co., 
Dept AL, University Center Station, 
Cleveland 6, Ohio. 





Paint Mixer for Home Use 


“Prop” is a new easy-to-use paint 
mixer for use by the “non-profes- 
sional.” Most paint sales depart- 
ments are equipped with paint agi- 
tators. In the case of enamels and 
the new rubber base paints, vigor- 
ous machine shaking causes aera- 
tion, preventing use of the paint 
until some time later. During the 
interval, the heavier materials again 
settle. The “Prop” is said to do 
an excellent job on these paints, and 
since it can be left on during paint- 
ting, and covers only half the top 
so the workman can note the con- 
dition of the paint as he works, it 
encourages frequent stirring of any 
paint with which it is used. “Prop” 
also keeps the hands clean, provides 
a straight-edge brush wiper, and 
a brush hanging hook on the handle 
which permits the brush to drip 
into the can. The mixer is avail- 
able in two sizes: the Senior “Prop” 
for quarts and gallons, and the 
Junior “Prop” for quarts and pints. 
Write Marien Metal Products Co., 
Dept. AL, 1220 Nine Mile Road, 
Hazel Park, Mich. 
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AUTOMATIC 
GAUGE 


TANNEWITZ 


for Swing Saws 


SAVES 


30 Days Free Trial 


$30 to $50 A MONTH 
IN LUMBER AND LABOR 


ORDER NOW OR SEND FOR 
CIRCULAR 


TANNEWITZ WORKS 


GRAND RAPIOS 
MICHIGAN 
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Ny ae SANITARY 
VE _ 100% WareRTIGHT 
: COMPLETELY SELF-SEALING 


MORE PROFITS 
EASIER INSTALLATIONS 
GUARANTEED SATISFACTION 


Hudee is just what you've always wanted, too! A sink 
4 frame easy to install—NO Rabbeting, NO Scribing, NO 
Special Tools—installed after all top-covering material 
has been applied. And the bowl can be removed at any 
time without damage to the top covering. You can confi- 
dently guarantee every installation when you use Hudee. 


on IN 


Hudee Frames are available for all sizes of flat rim sinks 
with round or square corners for use with any top-covering 
material—linoleum, rubber, or plastic. 


Cross-section shows how the sink top 
Covering, sink frame, and sink bowl 
Gre efficiently combined to make a 
seli-sealing unit, Interlocking lug and 
frome serve as sink hanger. Tighten- 
| Ino screw forces bowl securely under 
| the inside flange of frame and pulls 
: ouiside flange tightly over the sink 
top covering. 


= : A \ \ 
PAT. 2,440,741 2 \ 
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DISTRIBUTORS IN ALL TRADING AREAS 


For complete details see Sweets Architectural File, No. 24b-SE 
or write today to 


UWnbep ESR eed Cor 


MANUFACTURERS AND DISTRIBUTORS 
225 WEST HUBBARD ST. CHICAGO 10, ILLINOIS 
IN CANADA—WALTER E. SELCK AND CO. LTD. — TORONTO 
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Dealers: Get Quick Sales 
DUSH 


CHICKASAW 


BRAND 


OAK FLOORING 


Fine craftsmen who know hardwoods prefer 
Chickasaw Brand Oak Flooring for long lasting 
beauty and service. Unfinished or Prefinished. 


Our Prefinished Oak Flooring is expertly man- 
ufactured, sanded, sealer applied, waxed and 
polished at the Factory. It is ready to lay and use 
at once. Standard Strip. Early American Plank. 
Easy-to-use Block. 





MIXED CARS 





We can furnish mixed cars of Oak 
Flooring, Treads, Risers, Nosings, 
Thresholds, Oak Trim and FAS Oak 
Lumber in various thicknesses. Also 
Plank Flooring, Plain or Quartered, 
Finished or Unfinished. 


.Member National 
Oak Flooring 
Manufacturers 
Association 





MEMPHIS HARDWOOD FLOORING CO. 
1591 THOMAS STREET * MEMPHIS, TENN. 
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NAMES IN THE NEWS 
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DRY STORAGE YARD of Columbia Valley Lumber Co. at Bellingham, Wash., is 


inspected by 26 retail yard managers and general office personnel from Lampert 


Yards, St. Paul, Minn. 


26 Lampert Yards' Men Visit Western Mills 


Twenty-one retail yard managers of 
Lampert Yards and five men from the 
firm’s office at St. Paul, Minn., made a 
10-day trip in January to Montana 
and the Pacific Coast to visit logging 
camps, mills, and a vermiculite mine. 
It is believed to be the first time such 
an extensive trip has been made by so 
large a group from one company in 
the retail lumber field. 

“We felt it would give our men in- 
sight into the problems of the mill 
men,” W. B. Lamp, vice-president, ex- 
plained, “and the mill men would gain 
some knowledge of the problems of 
the retail lumber yard manager. We 
wanted to impress our men with the 
importance of co-operating with the 
mills and encourage them to use to 
best advantage the products our for- 
ests are producing. The trip was so 
successful that, conditions permitting, 
we hope to take out other groups of 
the same size.” 


First stop was Libby, Mont., where 
the Zonolite Co.’s vermiculite mine 
was inspected under the guidance of 
John Myers, vice-president of the 
Zonolite Co. Also visited was the J. ’ 
Neils Lumber Co.’s logging operation 
about 40 miles from Libby. Another 
dav was spent touring the company’s 
mill, machine shop, and Prest-O-Log 
and pole treating plants in Libby. 

At Bellingham, Wash., the group in- 
spected Columbia Valley Lumber Co.’s 
operations, . Georgia-Pacific Plywood 


Co.’s plant, and new residential con- 
struction. 

In Seattle, the party visited the 
Phoenix Shingle Mill and one of the 
retail yards of the Dunn Lumber Co. 

“All the way through,” Mr. Lamp 
summarized, “the boys were greatly 
impressed with what they saw and 
learned, particularly the effort neces- 
sary by mills and loggers to get fin- 
ished material back to us. In 
discussions with the mills, we had a 
chance to tell them our problems, and 
they told us theirs. We both learned 
a good deal.” 


Making the trip were Managers 
Robert O. Moen, Amboy, Minn.; Robert 
G. Dittmer, Bayport, Minn.; Harold R. 


Heidtke, Birchwood, Wis.; James F. 
Cole Cannon Falls, Minn.; Roy W. 
Metcalf, Charles City, Iowa; Alvin L. 


Bartels, Chetek, Wis.; George F. Muss- 


man, Farmington, Minn.; Walter L. 
Mason, Huntley, Minn.; Louis R. Geth- 
mann, Kanawha, Iowa; Stanley R 


Meeker, Le Center Minn.; Clifford H. 
Dietz, Mankato, Minn.; Lloyd Hamm, 
Merrill, Iowa; Forest E. DeLong, Moose 
Lake, Minn.; David R. Kuester, Radis- 
son, Wis.; Kenneth O. Nesseth, Rob- 
binsdale, Minn.; Nick A. Lanners Salem, 
S. D.; James F. Rohlik, Shell Lake, Wis.; 
Francis I. Hougas, Sibley, Iowa; Gerald 
L. Fisher, Wells, Minn.; Joseph R. 
Laurin, Winnebago, Minn.; Richard C. 
Clasen, Emmetsburg, Iowa. 

From the St. Paul office those making 
the trip were Glen A. North David R. 
Fesler, R. F. Kramer, John L. Fesler, 
and W. B. Lamp. 


Lampert Yards operates 66 retail 
lumber yards in Minnesota, South 
Dakota, Wisconsin, and Iowa. 





Warehouse of Lappo Lumber 
Leveled by Fire 


The warehouse of the Lappo Lum- 
ber Company, Fruitport, Mich., was 
leveled by fire January 22 causing 
damage estimated at $125,000 by 
owner Mitchell Lappo. Believed to 
have originated from a short circuit, 
the fire was prevented from demolish- 
ing two other buildings of the com- 
pany, the firm’s offices, and piles of 


88 


recently-cut lumber stored in the 


yards. 


Mr. Lappo said the warehouse was 
well stocked with millwork and build- 
ing materials, and estimated his in- 
ventory alone ran between $95,000 and 
$100,000. There was insurance, but 
Mr. Lappo did not believe he was fully 
covered. Plans to start the cleanup 
operations and to begin construction 
of a new building got under way by 
the end of January. 


Bruce Exhibit Scheduled 
For 15 Conventions 


E. L. Bruce Co. will be represente:! 
at 15 major lumber dealer convention 
in 1952. An elaborate new exhibit fea 
turing panels of Ranch Plank, stri; 
block and random width planks wit: 
color transparencies showing attrac 
tive room installations of each type o/ 
flooring will be used to present the 
Bruce line. 

Key men will attend each conver 
tion and the Bruce Ranch Plank cow- 
girl will be on hand to act as hostess 
at most of the shows. 


"The Right of Free Men..." 


Questioning the wisdom of ordi- 
nances which discriminate against 
direct - to - the - home salespersons, 
“America’s smallest businessmen,” 
the National Better Business Bureau 
has just published a bulletin entitled 
“The Right of Free Men to Engage in 
Legitimate Business,” in which the 
contributions of the $7,000,000,000 
direct selling industry to the economic 
and cultural life of America are thor- 
oughly analyzed. Write National 
Better Business Bureau, Ine., 405 
Lexington Ave., New York 17, N. Y. 





RICE LEADERS 

OF THE WORLD 
Re eaten tee 

Name Product Polioy 


Dexter Lock Becomes Member 
Rice Leaders of the World 


Lou Dexter, president of the Na- 
tional Brass Company, has accepted, 
on behalf of its subsidiary Dexter 
Lock Company, Grand Rapids, Mich., 
an invitation to membership in the 
Rice Leaders of the World Associa- 
tion. 

This Association, founded in 1912, 
has performed a service to dealers 
and consumers throughout the United 
States by recognizing and endorsing 
the leading manufacturer in each in- 
dustry. Only one manufacturer in 
each industry can become a member 
and membership is available only »y 
invitation. 

Qualification for membership re- 
quires the continuous application of 
highest standards of business ethivs. 
Integrity, quality of product, fair 
dealing and service to consumers are 
some of the requisites for membcr- 
ship. 

Appearance of the Association em- 
blem, illustrated above, certifies that 
the rice leaders of the World Associa- 
tion attests the statements and claims 
made by its members. Consequent!y, 
the famous Dexter Lifetime Wzer- 
ranty, packed with every Dexter lock, 
is fully endorsed by. the Association. 
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ce Solid White Ash Paneling 
REDO CEDAR Solid Red Cypress Paneling 


- Write for 














P.O. Box 6012 Phone 2-3642 


>AROMATIC>RED CEDAR CLOSET LINING 
PROMPT SHIPMENT 


Dependable, uniform quality. Full 3/8” thick, 21/2", 31/2" and 41/2” 
widths, center-matched and end-matched. Use either side. 
6 heavy kraft paper and taped to insure easy handling, random lengths 
nested in 8’ bundles—40 board feet to the bundle. When desired, shipped 


| IN MIXED CARS WITH 


“It’s Quality That Counts” 


Robert 0. Foerster Lumber Co., Inc. 


Packed in 


Solid Philippine Mahogany Paneling 
Kiln Dried Yellow Pine Shed Stock . 
Aromatic Red Cedar folder. 





Jacksonville, Florida 





Trade Mark 





SUSANVILLE 
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Registered 


PONDEROSA PINE 


High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 





CALIFORNIA 








Are you in on these profits? 


Flooring Specialists! Horner Northern Michigan Hard Maple 


Flooring gives you the "in" on volume jobs—and profits—in 
schools, institutions, factories, etc. You'll have the tops in 
accurately milled, dense grained, durable maple flooring—and 
you'll be associated with the oldest name in the industry. 
Write, phone, or wire for current stock and price list. 


HORNER FLOORING COMPANY 


215 Maple Ave. Dollar Bay, Mich. 


HOKAER 


Hardwood Flooring 


the oldest 
name in 
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Scuce (S93 
YOUR LUMBER SOURCE 
FOR 


SOUTHERN PINE = SOUTHERN HARDWOODS 
WEST COAST WOODS 














WN. 
CAR, Dealers—it will pay 
5. += you to investigate 


oom the top quality lum- 


ber products and 
service offered by 
W. T. Ferguson Lbr. 
Co. You can’t beat 
Ferguson for value. 
Call, Wire or Write 
Ferguson today for 
your lumber needs. § 
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TEXARKANA U. 








SALES OFFICE 
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SOUTHERN HARDWOODS: GAK FLOORING 
DIBOLL ano PINELAND, TEXAS 





KILN DRIED YELLOW PINE --- END-MATCHED FLOORING --- TIMBERS 


SOUTHERN PIN 


MILLS 








New Stanley Tool Station 


All smiles, C. 
K. Freedell, gen- 
eral sales man- 
ager, and Charles 
Lohmeyer, assist- 
ant sales man- 
ager, Stanley 
Tools, New Brit- 
ain, Conn., stand 
by at the recent 
unveiling and 
presentation of 
the new Stanley 
Tool Station to 
the salesmen and 
sales representa- 
tives of the com- 
pany at the an- 
nual sales confer- 
ence, home office 
in New Britain. 

The Tool Sta- 
tion is one of the 
new merchandis- 
ing units being offered to the trade 
as a part of the overall 1952 sales 
program. 

Illustrated is one of the new self- 
service permanent island fixtures. 
Modern in design, it offers the dealer 
a complete centralized tool depart- 
ment with maximum flexibility in bin 








arrangement. Carefully selected stock 
is displayed in 9 sq. ft. of floor space 
—40 sq. ft. of selling space. There is 
a spot for everything and each tool 
is clearly priced and numbered. Fix- 
ture illustrated measures 5’ long, 20’ 
wide, 58” high, and is finished in soft 
red and gray. 
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50-YEAR INSIGNIA—AIl advertising 
and promotion during 1952 will bear 
this logotype, symbolic of Inland 
Steel Products Company’s golden an- 
niversary year. 











Inland Steel's 
Fiftieth Year 


Fifty years of service to the build- 
ing trades are being commemorated 
this year by Inland Steel Products 
Company, Milwaukee, Wis., manufac- 
turers of the Milcor line of steel 
building products. The company has 
tentative plans for an official observ- 
ance later in 1952, according to Neele 
Stearns, president. ~ 

The company’s half-century of busi- 
ness with the building industry goes 
back to its beginnings as the Milwau- 
kee Corrugating Comnany in 1902, 
when it specialized in corrugated 
metal roofing, siding and ornamental 
ceilings. Now Milcor products include 
all steel building needs in the metal 
lath, metal trim and sheet metal fields, 
besides new consumer products. 

Unchanged through the years, how- 
ever, has been the firm’s principal 
brand name “Milcor’—derived from 
Milwaukee Corrugating Company. 
Since the early days, it has been used 
to identify most of the company’s 
products and, from 1930 to 1948, even 
appeared in the corporation’s official 
title when it was known as Milcor 
Steel Company. Today, under the In- 
land Steel banner, the name Milcor 
exclusively identifies all the company’s 
products. 

Topping the 50 years of growth, 
Inland Steel Products Company’s 
Milwaukee plant is now undergoing 
a 2% million dollar expansion which 


adds 40% more floor space to the 
present buildings. The added space 
is expected to permit a complete op- 
erational reorganization for more 
efficiency, greater production and the 
addition of new product lines. Com- 
pletion of the remodeling program is 
expected during the anniversary year. 





Kyanize Elects Four 
New Directors 

At a recent meeting of the stock- 
holders of the Boston Varnish Com- 
pany of Everett, Mass., four company 
executives, shown here, were added to 
the board of directors. From left to 


right: Alfred E. Howell, assistant 
treasurer and secretary of the con- 
pany, a Kyanize veteran originally in 
public accounting and tax work. Her- 
ry D. Bainbridge, who joined this 
company seven years ago with a back- 
ground of chemical engineering trai»- 
ing and experience in paint and alli: 
fields. He served as Kyanize purcha 
ing agent and industrial divisio 
manager before promotion to be e: 
ecutive manager of the company. VW. 
Wesley Gilmour, a Kyanize 42-year 
veteran, credit manager and chairma.) 
of the Credits and Collections Con:- 
mittee of the National Paint, Varnis* 
and Lacquer Association. J. Vaa 
Vloten, Kyanize sales manager, who 
rose to that position through various 
sales department assignments after 1 
start as salesman in the field in 193°. 

In announcing these elections, Franl.- 
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Genuine 


NORTHERN WHITE PINE 


(Pinus Strobus) 
Entering Our Thirtieth Manufacturing Year 
Continuous Supply Still Available 


IMMEDIATE SHIPMENT 
Straight or Mixed Cars 


@ Common Boards 
@ Barn and Drop Siding 
@ Sheathing | 
@ Factory & Flask Lumber 
@ Knotty Pine Paneling 


KILN DRYING FACILITIES 


RAINY LAKE LUMBER CO. LTD. 


Sales Office: 


1026 Chicago Title & Trust Bldg. 
CHICAGO 2, ILL. 


Selling the Products of J. A. Mathieu, Ltd., Rainy Lake, Ont. 











THE ECONOMICAL 
ANSWER TO BUILDERS’ 


WINDOW PROBLEMS 






Sash balances for double- 
hung windows... Schools, 
hospitals and industrial, 
commercial, residential 
construction. 


With Pullman Sash Balances builders can use 
prefabricated windows made without allowance 
for weight boxes or special type-balances. In- 
stallation is quick. On-the-job carpentry work a 
minimum. Thus labor costs are low. Offer pre- 
fabricated windows with genuine Pullman Bal- 
ances — or install Pullman Balances in stock 
frames in your own shop. 


THE BALANCE WITH 
A LIFETIME GUARANTEE 


Guaranteed against imperfect workmanship 
or materials for the lifetime of the building in 
which they are installed. 


WRITE FOR LITERATURE 







N.Y 
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$846 
DOOR OF THE MONTH 
(One of 48 Styles) 


ANGEL DOORS — 
Advertised to Millions 


Nationally advertised to more 
than 5,000,000 prospects and 
customers throughout America, 
it will pay you to display, stock and 
sell Angel’s ‘‘Door of the Month’’. 
Full promotional material available 
on request from legitimate 
dealers. Free folders, style sheets, dis- 
play stands and signs; all designed 


help you sell. Investigate the profit 


possibilities now. 


| ANGEL NOVELTY CO. 








Fitchburg, Mass. 


Please send me at once 
tional material, together with 
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ANGEL Doors — 
DEALER’S Choice 


Here, at last, is an ex- 
terior quality door in 48 
different styles that you 
can sell with confidence. 
48 Styles in two sizes: 
2'8”" and 3’0” x 6'8” x 
1%4’’. Faced with beau- 
tifully-grained, exterior 
grade, unselected birch 
or fir, bonded with water- 
resistant glue under high 
temperature and pres- 
sure. Strong, sturdy, solid- 
core, flush doors fully re- 
sistant to weather, water, 
warp and wear. Shipped 
in individual dust-proof 
cartons, each Angel door 
is guaranteed and bears 
the mark of the makers 
who have been master 
woodworkers for more 
than a quarter century. 
Angel doors add value to 
any home. 


to 





circular describing promo- 
prices, terms and other 








arrangements. 

Name. Company Title. 
Streer 

City Zone State 
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DO YOU HAVE 
A REDWOOD 
ACCOUNT? 


HOBBS WALL, Redwood Lumber 
Distributors for the past 86 years 
are inviting inquiries from whole- 
sale lumber distributors and com- 
mission men who also have built 
their business on years of honest 


dependable service. 


HOBBS WALL 
LUMBER CO. 


Wholesale Distributors of 
California Redwood Lumber 
405 Montgomery Street, 


San Francisco4 GArfield 1-7752 




















NATIONALLY ADVERTISED 


Brown's SUPERCEDAR is nation- 
ally advertised in House and 
Garden, House Beautiful 
and Smal] Homes Guide. 
Cedar closets help sell 
homes—help rent 
apartments. 














Y ALL WIDTHS 
40’ TO PKG. 


PACKAGED { 
SEALED 


Brown's sealed pack- 
age protects the aroma 
and makes it easy to stock 

and sell at a good profit. 
Ready for use—dressed, tongue 
and grooved and end matched. 
Write for builders folder and 
consumer booklet. 


Product of 


GEO. C. BROWN & CO., Inc. 
GREENSBORO, N. C. Established 1896 
Largest Manufacturers of 
Aromatic Red Cedar in the world 
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lin J. Lane, Kyanize president, pointed 
out that they indicated both a desire 
to reward faithful service and also 
to draw into the active planning work 
of the directors the key men from 
each department of the business. 


Oe 





LEFT TO RIGHT: Frank W. Harney, 
vice-president, Atlas Plywood Corpora- 
tion, Boston. John D. Monson, sales 
manager, Atlas Door Division, Cleve- 


land. Fred A. Johnson, president, 
Johnson Hardwood Door Company, 
Chicago. Thomas W. Dunn, general 
sales manager, Plywood Inc., Detroit. 


Johnson to Act as Distributor 


For Atlas Flush Door 


Atlas Plywood Corporation of Bos- 
ton has announced that Fred A. John- 
son of Chicago is to become a con- 
sultant to the Atlas Flush Door Divi- 
sion. The Johnson Hardwood Door 
Company of Chicago, of which he is 
president, will also act as a distrib- 
utor, handling Atlas Doors. exclu- 
sively. Mr. Johnson pioneered in the 
introduction of flush doors to the 
building industry and is the largest 
distributor of flush doors in the 
middle west. 

Frank W. Harney, vice-president of 
Atlas Plywood Corporation, comment- 
ing on the addition of Mr. Johnson 
and the Johnson Hardwood Company 
to the ever-growing Atlas family, 
said, “Atlas Plywood Corporation has 


taken another major step in its pro- 


gram to become the country’s largest 
manufacturer of top quality flush 
doors.” 

Mr. Harney also announced that 
Plywood Inc., with 16 warehouses 
located throughout the country, will 
handle Atlas Flush Doors at most 
of these locations. 


Claney Heads Up 
Red Cross Campaign 


Alex B. Claney, treasurer, Lord 
and Bushnell Lumber Company, Chi- 
cago, has been appointed to head up 
solicitations within the lumber group 
of the 1952 Red Cross Fund cam- 
paign’s Business Division, William M. 
Cameron, chairman of the Division, 
announced. 

As chairman of the group, one of 
the 75 business, industrial, commer- 
cial and professional groups in the 
Business Division, Mr. Claney will be 
responsible for organization and solic- 
itation of funds from 4,000 employes 
in 20 firms. 


Chas. L. Baxter Lumber 
Opens Chicago Office 


The Chas. L. Baxter Lumber Com- 
pany, Montgomery, Ala., is reopening 
its Chicago, Ill. office with Harvey D. 
Waring in charge. The firm had its 
beginning in Chicago back in 1919 
and operated there for many years. 

The opening of the Chicago office 
at 111 W. Washington St., Room 866, 
is planned to better serve the trade, 
handling Western softwoods, Southern 
Pine and Hardwoods for railroad, in- 
dustrial and yard purposes. 

Mr. Waring is well qualified to 
handle this operation having been 
with Hilgard Lumber Co. for over 30 
years, and the past three years with 
Georgia-Pacific Plywood Co., follow- 
ing its acquisition of the Hilgard 
firm. 


Officials of McCloud River 


Paul V. Eames, formerly president 
of The McCloud River Lumber Co., 
McCloud, Calif., was recently elected 
chairman of the board. Leonard G. 
Carpenter, executive vice-president, 
was elected president of the firm. 


Weyerhaeuser Announces 
Organizational Realignment 


Effective January first, the Weyer- 
haeuser Sales Company announced a 
number of personnel regroupings as a 
means of assuring the greatest effici- 
ency today as well as tomorrow in the 
serving of its customers. 

David H. Bartlett has been ap- 
pointed executive assistant to R. S. 
Douglas, vice-president and general 
manager. Mr. Bartlett has been asso- 
ciated with Weyerhaeuser in a num- 
ber of important capacities for 42 
years. For the past 12 years, he man- 
aged the Twin City Yard, which car- 
ries large lumber stocks for the serv- 
icing of retailers in the midwest, on a 
wholesale basis exclusively. Mr. Bart- 
lett’s responsibilities have been ex- 
tended to general executive capacities 
of Weyerhaeuser Sales Company man- 
agement. 

A. W. Clapp has been appointed ex- 
ecutive assistant to C. J. Mulrooney, 
vice-president in charge of sales. Mr. 
Clapp has had seven years in the 
woods and mills, three years as dis- 
trict representative serving retail 
lumber dealers, 10 years as assistant 
general manager and vice-president in 
charge of promotion of Allied Build- 
ing Credits, Inc., (a former affiliate 
of Weyerhaeuser) and the last four 
years in the Merchandising Depart- 
ment of the Sales Company as trade 
promotion manager. 

Arthur Lahey has been appointed 
manager of Product Lines, in the 
Merchandising Department, under 
T. L. O’Gara, vice-president and mer- 
chandising manager. For the last 
three years, Mr. Lahey’s responsibili- 
ties have been that of special prod- 
ucts distribution. With this assign- 
ment to the Merchandising Depart- 
ment, his responsibilities have been 
broadened to include Product Lines, 
specification and product qualities, 
product identifications, loading and 
shipping practices, and the develop- 
ment of new products and the im- 
provement of others. 
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OZARK 


1927 = BRAND -= 1952 
OAK FLOORING 



















Your customers are assured 
lifetime satisfaction with Ozark 
Brand Oak Flooring. It is pro- 
duced from fine quality Mis- 
souri altitude-grown Oak Stock 
which has been properly sea- 
soned in Moore Cross-Circula- 
tion Kilns. It is accurately 
milled on modern machines. 
It is expertly graded in ac- 
cordance with NOFMA grad- 
ing rules. 


Try a shipment and see for 
yourself the fine quality of 
Ozark Brand. 





THE OZARK OAK FLOORI 
BISMARCK, 


MISSOURI 


NG 


CO. 








rcCloud Lumber Co. 


National-Soo Line Building 


900 First Minnesota 


Minneapolis 2. 
Selling the Products of 


Co.. 
River Lumber 
The McClone oud. Calif. 
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3UILDING Propucts MERCHANDISER 


FLUSH DOORS 
CORNICES 
CHAIR RAILS 
WALL PANELS 
MANTELS 
CLOSET SHELVES 


A wide selection of 
Embossed and deep- 
ly Carved mouldings 
in traditional & 
modern designs are 
available for imme- 
diate delivery. 

















Write for illustrated catalog 


BENDIX Manufacturing Co. 


192 Lexington Avenue, New York 16, N. Y. 
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"There's a smart ont He looked into the Government restric- 
tions on building and found out they aren't as tough as most 
people think!'’ 


GET YOURSELF MORE BUSINESS by using our cartoons in your news- 
paper advertising. There are 104 cartoons on Remodeling, Roofing, 
Additions, New Homes, Etc. Mats come in | and 2 column sizes. 
Also 350 COPY SUGGESTIONS that tie-in with the cartoons on various 
Building items. 


Everybody reads cartoons and these cartoons will really spark up your 
ads with humorous SELLING messages — they don't cost — they PAY. 
You can get the EXCLUSIVE on these 104 cartoons for your city (If 
still open) at small cost. Write for full information today. 


LIL-AD FEATURES, RFD 3, Box 150-A 
Santa Ana, Calif. 
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COMPANIES ANNOUNCE 


H. R. Allison, president of the 
Gibson-Homans Company, Cleveland, 
Ohio, announced that three new ap- 
pointments would take effect imme- 
diately. Norman M. Cornell, present 
sales manager, would be named 
vice-president and general manager, 
controlling all company operations. 
Taking over the duties of sales man- 
ager would be Wilbur Schmidt, for- 
merly assistant sales manager. Mr. 
Allison also named Alwyn Morgan, 
Jr. to the position of general purchas- 
ing agent of the company. The an- 
nouncement of these appointments is 
part of a plant expansion program 
for 1952. 


C. Hager & Sons Hinge Manufac- 
turing Company, St. Louis, has named 
Hardware Agency Company, 1169 Tre- 
mont St., Boston 20, Mass. as its 
representative for New England. 


Clifford N. Barber, formerly pro- 
duction manager for W & W Steel 
Company, has been appointed man- 
ager of Ceco Steel Products Corpo- 
ration’s reopened Oklahoma City dis- 


trict office. His office address is 1225 
Linwood Blvd., Oklahoma City 6, 
Okla. 


J. John Brouk, president and chair- 
man of the board of directors of the 
Perlite Institute announced the board 
had employed Richard L. Davis as 
secretary-treasurer, effective February 
15. Mr. Davis joins the perlite indus- 
try with a wealth of comprehensive 


association - management experience 
and an excellent record of achieve- 
ment in industry. For the past 11 
years, as secretary of the Industrial 
Mineral Wool Institute, he has been 
responsible for the establishment of 
the industry’s product certification 
program and the promulgation of 
many standards and specifications in 
the Bureau of Standards, American 
Society for Testing Materials and the 
Technical Committee on Heat Insula- 
tions of the Federal Specifications 
Board. 


Lloyd Opperud has resigned as man- 
ager of Thompson Yards, Watertown, 
S. D. yard. He has not announced 
his future plans. Ford B. Sherin, who 
has been manager of the Britton, 
S. D. yard for over 13 years, is being 
transferred to Watertown as yard 
manager. Charles A. Hinman, who 
was manager of the yard at Forman, 
N. D., will be manager of the Britton 
yard. Ronald G. Olson, formerly as- 
sistant manager of the company’s 
Hillsboro, N. D. yard, will be manager 
of the Forman, N. D. yard. 


C. L. “Les” Emery was promoted 
from assistant general sales manager 
to the position of general sales man- 
ager of the Simpson Logging Com- 
pany, C. E. Devlin, vice-president— 
sales, announced. Mr. Emery was 
transferred to the Seattle general 
sales office last fall after having 
served as Simpson’s Eastern Regional 
sales manager in New York City since 
1947. He served as chairman of the 
board of Intercoastal Lumber Dis- 
tributors Association in New York 


City last year. The Simpson Logging 
Company’s operating plants are at 
Shelton and McCleary, Wash., and 
Klamath and Arcata, Calif. 


The Turner & Seymour Manufac- 
turing Company, Torrington, Conn., 
manufacturers of “Hidalift,” recently 
announced as part of its expansion 
program in sales and promotion, the 
appointment of Lawrence J. Baldwin 
& Son, 306 Carondelet Bldg., New Or- 
leans 12, La., as its new Hidalift rep- 
resentative covering the states of 
Louisiana, Texas, Arkansas, Tennes- 
see and Oklahoma. 


United States Plywood Corporation 
has announced the opening of a sales 
and distribution unit at Sacramento, 
Calif., the 34th such unit operated by 
the company. The new branch, lo- 
cated at 5914 “R” St., occupies a new 
structure containing 20,000 square feet 
of warehouse space. The unit will 
supply local lumber dealers and 
building supply houses with plywood 
building materials, plastics and spe- 
cialties comprising the Weldwood 
family of products. William A. Haskin 
is the manager. 


Horace J. Lilleston has been ap- 
pointed vice-president in charge of 
sales for Sloane-Blabon Corporation, 
a division of Alexander Smith, Inc. 
The announcement was made by Lee 
Waterman, vice-president of Alex- 
ander Smith and general manager of 
the division. Mr. Lilleston has been 
associated with Pabco Products, Inc., 
for the past 35 years. During that 
time he served in a number of 

























OREGON PACING 
LUMBER CO. 


American Bank Bldg., Portland 5, Oregon) — 
Phone AT 7245...Teletype PD 131 —— 


Selected Lumber 
from Selected AI111s! 








Facilities to Serve You 


DRY KILNS—20 Tracks of Latest Moore De- 


DRY SHEDS—Ample Storage Adjacent to Car- 


DRY LOADING DOCK—Can Load 19 Cars 


THERE IS NEVER A LET DOWN 


Mills at Anderson & Canby, California 
Sales Office: Anderson, California 


sign. Capacity 1 million feet per 
charge. 


line Means Dry Lumber for you. 


Under Roof. Assures you quick 
Shipment Regardless of Weather. 


IN OUR QUALITY- 
PRECISION MANUFACTURE 


The Ralph L. 


Lumber Company 
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THOMASON 
FLUSH DOOR 


(ALL-WOOD THROUGHOUT) 


If you are a building material dealer, it will be 
definitely to your advantage to investigate the 
sales possibilities of the THOMASON Flush Door 
in your territory. 


WRITE TODAY FOR NAME OF 
YOUR NEAREST DISTRIBUTOR 


__ Sold Only Through Distributors 


THOMASON 





me MO Reked emeded: a Tel: waren, | 


FAYETTEVILLE « NORTH CAROLINA 
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GARDEN PRODUCT 


Lumber dealers do BIG BUSINESS in Vandy-Craft 
Garden Products and Certified Kiln-Dried Califor- 
nia Redwood Patio Furniture. Midwest and eastern 
dealers enjoy BIG savings on F.O.B. shipments 
from our Michigan and Minnesota craftshops. 


(Left) No. 528 Rose Trellis—one of a wide assort- 
ment of beautiful, sturdy pieces in the Vandy-Craft 
line of trellises. 

Shipped from Michigan or Texas craftshops. 


The Vandy-Craft line includes: Vergolas, 
Arches, Fencing, Bird Houses, Plant Boxes, etc. 
America’s Largest Assortment of Garden Goods. 


Redwood Furniture for 
Outdoor Living 





America is moving outdoors. 
Now is the time to move in 
on new volume and profits 
with Vandy-Craft Patio furni- 
ture—chairs, Bar-b-q tables, 
lazy Susans, Umbrella tables, 
etc. made of Certified Kiln- 
Dried Redwood Exclusively. 


WRITE FOR CATALOG 


See Our Year-Round 


Merchandise Mart Display 


EDWARD A. VANDY 
Merchandise Mart Chicago 54, Ill. 
Sales Representative for ADELPHIAN MILL- 
CEDAR LAKE MILL - COLLEGE MILL - MAPLE- 
WOOD CRAFT SHOP 








machine. 





Est. 1922 


DISTRIBUTING YARDS IN 
CHICAGO AND ST. LOUIS 


3UILDING Propucts MERCHANDISER 


Money Invested In A Wil 


For The TIMES AHEAD .... 





USO) Is Insurance of ENDURANCE 


A rugged, dependable, fast machine of more than a thousand uses 


Compound Mitering - Cross Cutting - Rabbeting - Dadoing - Ripping - Shaping 
Fluting - Ploughing and many more operations are possible using this versatile 
Write for further details. 


Immediate Delivery on 2 to 7's HP 


A STURDY SAW MADE TO MAKE MONEY FOR YOU 


witson SAW THEDIO MACHINE WORKS, INC. 


632 Park Ave., Media, Pennsylvania, U.S.A. 
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capacities including those of salesman, 
advertising manager, district manager 
and divisional sales manager. He is 
currently a member of the hard-sur- 
face section of the floor covering in- 
dustry advisory committee of the 
Office of Price Stabilization. In his 
new assignment, Mr. Lilleston will fill 
the position vacated by Wilbur New- 
man who resigned last September. 


Ralph E. Yoder, Jr. was appointed 
field representative for the Western 
Forest Industries Association, Port- 
land, Ore., R. T. Titus, executive 
vice-president announced. Mr. Yoder, 
who was employed in Pacific North- 
west lumber activities from 1940 to 
1946, was with the Structural Clay 
Products Institute, Washington, D. C., 
as director of national mason promo- 
tion department and industry defense 
service from July, 1946, to September, 
1951. He was director of the Archi- 
tects Trek to Europe, American In- 
stitute of Architects, September-Oc- 
tober, 1951. 


OBITUARIES 


KARL H. BEHRE, secretary of The 
Ruberoid Co., New York, died January 
8 following an illness of several 
months. He was 53 years old and 
resided at New Canaan, Conn. Mr. 
Behre had been associated with The 
Ruberoid Co. for the past 25 years, 
including an association of 10 years 
with Vermont Asbestos Corporation 
ag was acquired by Ruberoid in 
936. 


STEVEN E. POSTERICK died 
January 30 at Saint Vincent’s Hospital 
in Billings, Mont., where he had been 
confined for several weeks. Mr. Pos- 
terick had been in the employ of 
Thompson Yards for the past 25 
years, and since October 1950, had 
been superintendent of Montana yards, 


JOSEPH E. STONE, retired vice- 
president of The Stanley Works and 
a former New Britain city official, 
died February 4 after a prolonged 
illness. He was 77 years old. Retir- 
ing as vice-president of the company 
and from most of his civic connections 
in March, 1946, Mr. Stone had been 
in ill health for several years. 

He was one of the best known hard- 
ware salesmen in the world and at 
home he was active in civic and muni- 
cipal affairs. In 1929 he was named a 
member of a committee appointed by 
the United States Chamber of Com- 





merce to choose members of the 
“Business Clinic.” He served as presi- 
dent of the American Hardware 
Manufacturers Association in 1929 and 
was appointed to the Connecticut 
Interstate Commerce Commission July 
16, 1935. 

Mr. Stone stepped down from his 
duties as vice-president in charge of 
all sales of the company on April 1, 
1946, after 39 years of service with 
the Stanley Works and the Stanley 
Rule & Level Co., now Stanley Tools. 


Answers to What's YOUR 

Answer? 

Stop! Read questions on page 70. 

1—By adding a two-bedroom unit; by 
removing non-load bearing parti- 
tion to open up living room. Pages 
54-55. 

2—The Columbia Mills, Inc., Syracuse, 
N. Y. Page 82. 

3—‘‘Make Room for Tomorrow,” avail- 
able from Wood Conversion Co. 
See page 76. 

4—$1.50 per bundle. See page 60. 

5—988 square feet. Page 9. 

6—Steel-wire insect screen. Page 69. 

7—Loose asphalt shingles, gutters, 
valleys and chimney flashing. Pages 
44-45. 

8—Griffin. Page 34. 

9—Goodrich. Page 79. 

10—Amount of moisture in lumber 


and other building materials. Page 
60. 





WRAPPED LUMBER CUTS COST 
FOR NEW YORK DEALER 


(continued from page 60) 





mately 1,000 feet), and wrap- 
ping it in a waterproof paper. 
Cost of wrapping is around 
$1.50 per bundle, and the cost 
will probably be lower as yard 
crews become more accustomed 
to the operation. 

After months of experiment- 
ing in all types of weather, this 
method has proved very satis- 
factory to both contractors and 
the home builder. Builders find 
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AIRD FLAVELLE 
PRESIDENT 


W. GUY FLAVELLE 
VICE-PRESIDENT 


W. E. FLAVELLE 
TREASURER 


DON JOHNSTON 
MANAGER 





A. FLAVELLE 


SUCCESSORS TO THURSTON-FLAVELLE LIMITED 


Manufacturers of 


B.C. Red Cedar Lumber 
and Shingles 


PORT MOODY, B.C., Canada 


CEDAR LIMITED 
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that when the bundle reaches 
the job, the lumber is in perfect 
condition, and as the carpenter 
uses the lumber from the bun- 
dle, he continues to use the 
waterproof paper to protect the 
unused portion. 

Genesee Lumber estimates 
that two million feet of lumber 
can be bundled and wrapped 
for what the interest, deprecia- 
tion, fire insurance and real 
estate taxes would cost—to say 
nothing of the $25,000 initial 
investment which the company 
did not have to make. 

The firm recently had an air- 
view taken of its yard, siding 
and buildings which when used 
with a scaled plan makes it pos- 
sible to shift materials around 
on paper before making ex- 
pensive changes. 





HOW TO IMPROVE YOUR 
INVENTORY CONTROL SYSTEM 


(continued from page 42) 





are lined out and flags are re- 
moved if in normal range, 
otherwise the card is reflagged 
according to stock position. 

The system has now run full 
circle and stock is maintained 
in proper amount. 

You may question whether 
we go through this routine on 
every item. We do on every 
item we intend to replace, ex- 
cept store merchandise. This 
we buy from the shelves except 
for a few items such as nails, 
screen wire and paint. Flag 
cards are used on these. 

A card is carried on each 
length of each width of each 
grade except some items that 
are sold random such as panel- 
ing and sheathing and end- 
matched lumber. On these we 
carry a separate column for 
each length and width on the 
inventory card for the benefit 
of the salesmen, but for buy- 
ing we use a summary card 
that is carried in BM or lineal 
as the case may be. 

This may sound a little com- 
plicated, but I can assure you 
it is very flexible and prac- 
ticable. We have used it for 
three years and would feel lost 
without it. It has enabled us 
to carry a wide assortment of 
items without excessive loading 
of inventory. Our yards used 
to be dotted with dark piles of 
slow moving lumber. Now we 
have very few and we know 
exactly what they are and why. 






































CONNOR 


“LAYTITE” 


Maple and Birch Flooring 
in Cartons 


[or regular leagths ia bundles) 
Something new in 
modern flooring 


M. F. M. A. SPECIFICATIONS 


Forest Products Since 1872 


eged i feds: 
LUMBER and LAND _ COMPANY 
Marshfield, Wisconsin ; 
iam aiminnremmennea 
; OX X | PHONE NO. 3—TELETYPE NO. 26 > 
xX X 
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BIG DEMAND 
CONTINUES FOR 


ALL-PURPOSE 
WIinDdDOow 
MATERIALS 


HEAVY SELLING MONTHS 
STILL AHEAD! 


New VIMLITE types and wider uses 
continue to bring you EXTRA VOL- 
UME right through the Spring repair 
season now at hand. 

@ DISPLAY YOUR R-V-LITE PROMINENTLY 
@ CHECK YOUR R-V-LITE RESERVES 

@ ORDER AMPLE STOCKS TODAY 


Exclusive Manufacturers of R-V-LITE 


Arvey-~CorPoRATION 
wand) 








POPULAR TYPES 
Fit every need 
.. suit every purse 


SINCE 1905QNCY 3462 N. Kimball Ave., Chicago 18 








| PONDEROSA PINE 
DOUGLAS FIR SPRUCE 
YELLOW PINE 
be 


BAND MILLS - KILNS - PLANING MILLS 
OREGON AND NORTH CAROLINA 
& 


CARS IN TRANSIT AT ALL TIMES 





... from BETTER MILLS 
P| 


J. HERBERT BATE CO., INC. 
30 CHURCH ST., NEW YORK 8, N. Y. 
Phone WOrth 4-6363 











2) Wood-Mosaic Co. 


Incorporated 


MANUFACTURERS 


VENEERS 


African Mahogany — Philippine Mahogany 
Canadian Birch — Canadian Maple — Oak 
Walnut — Poplar — Basswood 


HARDWOOD LUMBER 
Birch — Oak — Walnut — Maple — Mahogany 


FLOORING 
Oak — Maple — Birch 


IMPORTERS 
LUMBER AND PLYWOOD 
Teak — Japanese Oak — Japanese Birch 


Main Office and Factories 


5000 Crittenden Drive Louisville 9, Ky. 


BRANCH PLANTS 
Huntington, W. Va. Jackson, Tenn. 


Woodstock, Ont., Canada 
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REMODELING MADE EASY 


(continued from page 50) 





trays, key rings, bottle openers, 
phone pads, street guides and 
maps and several types of cal- 
endars: a jumbo size for bar- 
ber shops and_ semi-public 
places; two smaller sizes for 
homeowners and other custo- 
mers. The reverse side of the 
wall calendars show plans for 
new homes, room remodeling 
possibilities and a check list 
for seasonal repairs. Five-year 
calendar pads are sent banks, 
architects and allied organiza- 
tions. 





NON-PROFIT INSURANCE FUND 


(continued from page 49) 





Members will never be 
charged more than the 
minimum premium pos- 
sible under the law. 

4. Members are saving them- 
selves expense by becom- 
ing workmen’s compensa- 
tion conscious, since they 
now realize they are pay- 
ing out their own money 
on claims and accidents. 


oo 


In other words, the members 
of the Association through their 
Fund have arranged to pay the 
minimum possible premiums 
though receiving the maximum 
possible benefits, and at the 
same time participate in all 
profits yet never have to bear 
any losses. 





TOOL RENTAL PROFITABLE 


(continued from page 62) 





to sell a rental tool at a re- 
duced price before it is badly 
worn. At the same time, the 
customer gets a tool which will 
give him as much service as he 
needs from it, for a number of 
years. 

Few of his home mechanic 
customers, for example, would 
find it worth while to purchase 
a $30 wheelbarrow. They will, 
however, buy a used wheelbar- 
row at half the original new 
price. Meantime, Crow Lum- 
ber has made a profit from 
50 cent-a-day rentals. 

By disposing of used equip- 
ment in this manner, tools are 
kept in good condition with a 
minimum of service costs, Crow 
explains. 


Classified 
Advertising 


All ads for classified section must be in Pub- 
lisher’s office 10 days preceding date . 
lication. Advertisements are set in uniform 
6 point style. No cuts or special borders 
allowed. Please indicate classification de- 
sired. Publisher reserves right to classify, 
edit or reject any classified advertisement. 
No agency commission or cash discount 
allowed. 
Terms — Cash With Order 
Minimum Charge §2.00 
Rates: 
1 Time —10c per word for each insertion. 
Minimum charge of 50c per line. 
3 Times —9c per word for each insertion. 
Minimum charge of 45c per line. 
6 Times — 8c per word for each insertion. 
intimum charge of 40c per line. 
26 Times —7c per word for each insertion. 
Minimum charge of 35¢ per line. 
For advertisements bearing box number count 
five extra words. There are approximatel 
5 words to a line and when less are specifi 
or used, regular line rate is charged. 
When answering box numbers or mailing 
copy for ads address them to: 
AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Ill. 


HELP WANTED 


MILLWORE ESTIMATOR 


Experienced man with Cost Book ‘‘A’’ expe- 
rience for location in Cleveland, Ohio. _ 
to the right 
Detail experience and references in 
first letter. Address Box V-50, American Lum- 
berman, Inc. . 








cellent opportunity and sgla 
person. 





Wanted — Manager for Retail Yard in good 
small town, population 1000, has good busi- 
ness but can be improved. Salary and profit 
sharing plan, employees group insurance plan 
in force. Ideal set up for young man looking 
for a ey connection. Give experience 
and photo in first letter. Address Box V-33, 
American Lumberman, Inc. 











THE MEADOW RIVER 
LUMBER CO. 


Manufacturers of 


West Virginia Hardwoods 
Rainelle, W. Va. 


















HEATHER BRAND 
OAK FLOORING 


»\ FULTON 


IN MIXED CARS WITH 
KILN DRIED—YELLOW PINE 


Finish, Boards, Dimension, 
Ceiling, Siding 


ALABAMA 






























Pul 











EXTRA Value Flooring 


For your customers 
who demand double- 
duty for their money— 
recommend 





Diamond Hard 2nd and 3rd 
Grade Maple Flooring 


INDUSTRIAL FLOORING 
For wor lants, wore- 
houses, utes buildings 
recommend Diamond Hard 
heavy duty flooring 


BIAMONDSS, 


J. W. WELLSVRU a een 
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D. M. McCuintock Lumber Co. 


Terminal Sales Building, 
PORTLAND 5, OREGON 
Telephone: Atwater 9355 


Douglas Fir @ Red Cedar 
Sitka Spruce & Hemlock Lumber 
Shingles 


Exclusive Mill Agents 











February 25, 1952, AMERICAN LUMBERMAN & 
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